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No. XHW223 His & Her’s Combination 
includes 50’ Banner tape for 
men, White Clad® line, 16” 


Practical! Appreciated! Wanted! What more can 
anyone ask of a Christmas gift? The slim, trim 


Executive Thinline tape packs 6 or 8 feet of ac- : » center markings, maroon, vinyl- 
curacy into a bright chrome case the size of a silver gm et covered case, PLUS 6’ Lady’s 


dollar ... its smart display package assortment will Man tape that fits in purse or 

: , é { ee, @ sewing basket. Pastel plastic 
sell it for you and you can use its gift appeal all . : case, useful chart on back of 
year around! Thirteen rules smartly displayed and blade. You get both for price 
of Banner tape alone in year- 
around gift pack. $5.49 retail, 
$3.66, dealer cost. 


you pay for only twelve: 


W68 Executive Assortment includes the following: 
6 each W606 (6’) @ $1.50 .........$ 9.00 
7 each W608 (8’) @ $1.75 


TOTAL RETAIL PRICE... . . $21.25 
DEALER COST » 12.96 


MARGIN *8.29 
2 W oO F t T 39% SAGINAW, MICHIGAN 
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ratese ust ARCHITECT: "This: is what we have been waiting for fa vinyl asbestos, 
tile." CHICAGO DEALER: "By fer the best tile in the industry. * EW YOR K 
DESIGNER: ® ‘olor clarity end distinotden’ of — aoe 300 is out=| 
standihe. " DALGAd WnOlsSAunh: “Herens a vinyl i line our dealers can 
sell with a profit." BALTIMORE DEALER: "You prove re is a difference in 
vinyl asbestos tile." DENVER DEALER: Nicest ‘thing in floor overing a 


decent price in. years. 


flooring with chip aeq® 
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800 Series iste 
~~. ‘ % 
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Visit Booth 839 
NRLDA Convention 
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the vinyl asbestos tile with color-chip styling through- 
out the full thickness of the tile ...at no extra cost/ 











Across the country the resounding success of Vina-Lux 800 
Series continues! With enthusiastic comments like these from 
architects, mechanics and flooring dealers, it’s no wonder 800 
Series is 1960’s most-wanted new idea in vinyl asbestos tile. 
Here is fresh, clear color-chip styling evenly distributed at every 
level of the tile, so it can’t walk off or wear away — and no 
premium price to pay! Install 800 Series with confidence in 
heavy-traffic floor areas... and watch your profits grow! 


Now in 12 Distinctive Colors! 
IN 1/16", 27/32", AND 1/e"—A GAUGE FOR EVERY MARKET REQUIREMENT 


See your AZROCK Distributor Now 


AZROCK FLOOR PRODUCTS DIVISION 
Specialists in the manufacture of vinyl asbestos tile and asphalt tile flooring 
UVALDE ROCK ASPHALT CO. @ 596D FROST BANK BLDG. @ SAN ANTONIO, TEX. 
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MAKE MONEY WHILE THE SUN SHINES 
WITH RUBEROID SELF-SEALING SHINGLES 





RUBEROID’S SELF-SEALING as- 
phalt shingles make the sun your silent 
partner. The heat of the sun bonds each 
shingle to the one underneath. Once this 
happens, not even a hurricane will budge 
it. No leaks. No trapped moisture. 
Written wind warranty. 


RUBEROID SELF-SEALING shingles 
go up fast. Cut application time. No need 
for cementing—the sun does it for you. 
No sticking. No strips to remove. Special 
packaging allows application direct from 
bundle. Nail locations are always clear 
for clean nailing. 


RUBEROID PRESELLS your custom- 
ers On RUBEROID SELF-SEALING asphalt 
shingles in Life, Look, Saturday Evening 
Post, Better Homes & Gardens. For full 
information, see your RUBEROID repre- 
sentative or write: The RUBEROID Co., 
500 Fifth Ave., New York 36, N.Y. 


RUBEROID | 


HELPS YOU BUILD...BUSINESS! 
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Starting January 2, 1961, American Lumberman 
And Building Products Merchandiser 
Changes Its Name to: / 
“DSC” means Dealer Sales Control, a 


Building 
ae phrase coined by this magazine to focus 
ate ri Pad ay attention on the most profitable business 
methods used today by dealers and 


wholesalers. It is one of the permanent 
management principles which guide the 
MERCHAN DISER editors in reporting and interpreting in- 
dustry trends. 
Controling the sale at dealer level can 


—A new name for an old friend, in keeping with our editorial 
coverage of new and better ways to profitably distribute all 
building materials, including lumber and wood products, and to 
accurately describe the remarkable and increasing stature of you, 
our readers, as creative merchandisers. First issue of Building 
Materials Merchandiser: Jan. 2, 1961. 


stem from land control, prefabing, fi- 
nancing, Home Center stores, strong re- 
tail advertising, installation services, sales 
of new homes or remodeling packages to 
builders or consumers. 

DSC means product brands and specifica- 
tions controlled by the dealer. 


American Lumberman and Building Products Merchandiser is published ever 
onroe 


other Monday by nee Publ. Corp., 





ber 
1879. yon By © 1960 by Vance Publishing Corp. 
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MAKES THE BIG DIFFEXErCE 


IN WINDOWS 


Over the years it has been the constant objective 
of R-O-W manufacturers to MAKE THE BEST 
A LITTLE BETTER. Introduction of the fine 
LIF-T-LOX balance and improvements in 
weather seal are just two examples of this 
progress. The big difference in windows is still 
removability, but you know—and most of your 
customers know—that of all removable windows, 
R-O-W provides highest quality and trouble-free 
performance. 


R-O.W and LIF-T-LOX are the registered trade-marks of the R-O-W Window Sales Company 


R-O°-W WINDOW SALES CO. 1365 ACADEMY AVE. Dept. AL-1160 


6 


Circle No. 4 on Handy Cover Card 


gene ip 


ROW 


2 <? 
°D wind 


witTH 


LIF@LO 


WINDOW BALANCE 





FERNDALE 20, MICHIGAN 


November 7, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Publisher Herbert A. Vance 
Chairman Editorial Board Arthur A. Hood 


Executive Editor Richard W. Douglass 
Managing Editor Wesley Wise 
Associate Editors Ruth Lundahl 
Robert E. Lacey 
Merchandising Editor Robert Dietmeier 
Assistant Editor Robert P. Satkoski 
Production Editor Harold W. Thune 
Architectural Consultant James N. Lindenberger 
Store Consultant Paul Ergang 


Editorial Offices: Headquarters, 59 E. Monroe St., 
Chicago 3, Ill., Telephone FInancial 6-7788. 


Washington Bureau: Hugh L. Morris, Room 1118 
Nati Press Building, Washington & DBD. C., 
Telephone ME 8-6699. 





BUSINESS DEPARTMENT 


Advertising Sales Manager Duke Lynch 
astern Sales Manager Tom Lindsey 
Circulation Manager Dexter W. Johnson 
Circulation Service E. B. Cunningham 
Advertising Production Louise Pliska 
Classified Advertising J. M. Finnegan 


ADVERTISING SALES REPRESENTATIVES 


Eastern: Tom Lingoey, Jack Dazzo, 370 Lexin 
Ave., New York 17, Telephone Murray Hill 3- 


Southeastern: E. L. Neff, 15 Castle Harbor Isle, Fort 
Lauderdale, Fla., Telephone Logan 6-5656 


Central: David Sauer, Room 425, Bulkley Blidg., 
1501 Euclid Ave., Cleveland, Ohio, Telephone Pros- 
pect 1-3235 


Midwest: George Van Zevern, James S. Wright, 
Gene Fowlie, E. Monroe St., Chicago 3, Ill., Tele- 
phone Financial 6-7788 


Pacific Northwest: Bob Monetti, 2851 S. W. Park 
Road, Oswego, Ore., Telephone NEptune 6-6660. 


Los Angeles 28: John E. Meehan, 1350 N. Highland 
HOllywood 5-7906 





American Lumberman and Building Products 
Merchandiser is published every other Monday by 
Vance Publish =P 59 E. Monroe St., 
Chicago 3, Ill. Subscriptions: one year, U. S. and 
Canada, $5 (26 issues), 8 for two years, $10 for 
three years Foreign, for one you aa | 


current copy, i Back copies . 
e 


Products Data File issue is Entered py ~~ H 
class matter October 2, 1946 at the Post Office at 
cones. Ill., under the Act of h 1, 1879. 
Copyright © 1960 by Vance Publishing Corp. 





+ 
Cua 


MEMBER 
AUDIT BUREAU 
CIRCULATION 
PUBLICATIONS 


AMERICAN LUMBERMAN and 
Building Products Merchandiser is 
ublished every other Monday at 59 
Monroe St., Chicago 3, Ill. Other 
Vance Publications are HOME Maintenance & Im- 
WOOD & dace PRODUCTS and 
MODERN 1 BEAUTY SHOP 





THE EDITORS’ VIEWPOINT 


What About The Little Guy? 


N THIS ISSUE you'll read some timely reports on prebuilt com- 
I ponent fabrication. They are part of this magazine’s continuous re- 
porting and interpreting the prefab trend among dealers and dis- 
tributors. There is no question but that the building materials dealer, 
within the last year, has become the most important and growing 
arm of the house fabrication industry. 


But, it is only natural for the small-town dealer, with limited 
capital, to wonder: What’s in this yard-fabrication trend for me? 


For many small-sized yards, the only answer is that it would be 
unwise for them to attempt prefabrication, if the new home market 
is limited and they are not equipped to expand into a regional 
business. 


But this does not mean that the small town dealer need be forced 
out of business. Far from it. The opportunities are good for alert 
dealers in any size of town if DSC (Dealer Sales Control) is ap- 
plied. This requires control through sales of remodeling packages, 
including design and financing. For new homes and farm build- 
ings, the small dealer can become the sales agent for a prefabricated 
component home—preferably a plan available from one of his 
wholesalers or nearby larger building materials dealer-fabricator. 


And along with offering prebuilt components, many small dealers 
also control land and assume contract responsibility, becoming the 
best customers of their contractor trade. 


The secret is to sell the package. Francis Smith, building mate- 
rials dealer in Pontiac, Ill., who was the first-place winner in the 
Insulation Board Institute’s Package Salesman Contest just con- 
cluded, put it this way: 


“We dealers in small towns have the best opportunity to sell 
big-ticket packages because we are the only type of business which 
handles a variety of materials and products. And, we get first chance 
to know about plans to remodel or build.” 


Smith cited floor tile as an example. “It used to be that a cus- 
tomer would inquire about lumber for a remodeling job. We'd sell 
it to him, then he’d go elsewhere for floor tile. Now we tie that tile 
sale to the lumber—before Sears or any other merchant selling floor 
tile has a chance to see the customer.” 


What is true about home improvement is also true about prebuilt 
component home packages. The only difference is that the small 
dealer can, if he chooses, let the wholesaler or larger dealer do the 
fabrication—then the dealer provides the finish materials from his 
own stocks. 


You'll see more and more component house programs offered to 
and by small town dealers. Maybe the “little guy” cannot econom- 
ically engage in fabrication—but he can become the sales agent for 
structural components which will put him in keen competition with 
any outsiders invading his market. 


THE EDITORS 








DUR-O-WAL’S 
TRUSSED DESIGN 
STANDS AT 

THE HEAD OF 
THE CLASS! 


Impartial tests by university research 


engineers prove adds 71% flexural 


strength to masonry walls 


The effectiveness of Dur-o-wal ma- 
sonry wall reinforcement has been 
scientifically measured by strictly 
impartial university research engi- 
neers. Here are facts to help you sell: 

When Standard Weight Dur-o-wal 
is used every second course, the flex- 
ural strength of a masonry wall in- 
creases 71 per cent. This can be fur- 
ther increased in the good cause of 
permanent wall construction. When 
Extra Heavy Dur-o-wal is used every 
course with Class A mortar, the flex- 


ural strength of a masonry wall in- 
creases 261 per cent! 

Dur-o-wal is engineered according 
to the fundamental truss principle 
which uses all of the steel in tension 
and working together. Dur-o-wal out- 
sells all comparable types of rein- 
forcement because Dur-o-wal’s ex- 
clusive trussed design outdoes them 
all. Tell your customers. And keep 
your stock of Dur-o-wal complete. 
It’s a cinch with our eight stra- 
tegically located Dur-o-wal factories. 


DuUR-O-waL 
Masonry Wall Reinforcement and Rapid Control Joint 


RIGID BACKBONE OF STEEL FOR EVERY MASONRY WALL 


DUR-O-WAL MANUFACTURING PLANTS 
® Dur-O-wal Div., Cedar Rapids Block Cc., CEDAR RAPIDS, 1A. © Dur-O-wal of Ill, 119 N. River St., AURORA, ILL. 


© Dur-0-wal Prod., inc., Box 628, SYRACUSE, N. Y. 


© Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. 
© Dur-O-wal Div., Frontier Mfg. Co., Box 49, PHOENIX, ARIZ, © Dur-O-wal of Colorado, 29th and Court St., PUEBLO, COLO. 
®@ Dur-O-wal Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. 


© Dur-0-wal Inc., 165 Utah Street, TOLEDO, OHIO 
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RAPID CONTROL JOINT 
.-.another product i- 
neered for the job by 
makers of Dur-o-wal. 
Wide, weatherproof Neo- 
prene rubber flanges ex- 
pand and contract with 
the joint, keep it sealed 
tight with little or no 
caulking. 








NEW 
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THERE WILL BE MORE NEW FIRMS ENTERING THE BUILDING INDUSTRY--in all of its 
segments, including manufacturing and distribution--during the 
next decade than in any other field. 


That's the prediction of Walter E. Hoadley, vice-president of 
Armstrong Cork Co. and widely-respected building economist. 
This means, says Hoadley, a shift from current intensified 
selling of existing products to skillful merchandising of 
products designed to meet highly specific markets. Vacation 
cabins could be an example. 





In distribution, the entry of new firms is already taking place 
at a rapid pace. Established dealers and wholesalers are met 
with new competitors at every turn. 


There's a sudden rise in shell-house specialists. There's 
continued growth of cash-and-carry and low-margin, high-volume 
retailers. There are new home improvement firms launched by 
home building companies. 














For instance, new big branch yards have been opened during 
recent months by such low-margin firms as Lindsley Lumber in 
the Miami area. And Sutherland Lumber, a long-time, low-margin 
chain, moves into Columbus, Ohio. New shell house specialists 
are reported in Kansas City and many other markets. 














In the home improvement field, FR Builders of Miami just opened 


a new division, Richheimer-Miller Modernizers, complete with 
a showroom with 24 model rooms on display. 








Some $40,000 worth of remodeling business was written during 

the first two_weeks at the showroom. Richheimer-Miller oper- 
ates as a retail dealer, without warehouse, selling brand-name 
materials. ‘ 


To match these new competitors, established lumber and build- 
ing materials dealers are fighting back. Evidence comes from 
a meeting of the Home Manufacturers Association last month. 
Clarence Wilson, HMA president, told the delegates: "We must 
seek improved prefab systems. Practically every lumberyard 
in the country is trying to copy our methods." sag 








And although Herbert Richheimer of New York has selected a 
Miami home building firm as his first franchised modernization 
outlet, Richheimer is cultivating retail building materials 
dealers for similar franchised operations. His program in- 
cludes pricing, estimating and sales training for the fran- 
chised dealer. 








To help meet competition, a tremendous boost for lumber dealers 
will come in January, when the first Building Materials Market- 
ing Institute opens at Purdue University. It's an intensive 
five-week sales and management training school based on American 
Lumberman's workshops, which have been conducted by Art Hood 
for many years. Full details will be found on page 24 this 
issue. 





THE NEED FOR MORE CREATIVE SELLING is clear when you realize that savings 
are up. People have money. 





Turn page for continuation 
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NEW DEVELOPMENTS _ Gesins on page 9) 
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Net savings inflow into savings associations in the first 


nine months of this year topped $5 billion--9% above the sav- 


ings inflow during the same period a year ago. 


In September, the savings associations had a net gain of $580 
million--or nearly 30% more than in September of 1959. 

The lesson: More aggressive and well-planned salemanship, 
aimed at specific markets. 

Demand for better housing and especially more space remains 
strong. But the vast majority of prospective new home buyers 
already have a dwelling. 

Easier mortgage funds won't touch off a buying spree anymore. 
But better sales management can do the job. 


SMART SALES MANAGEMENT WILL PREVENT GOING AFTER THE WRONG MARKET. Aiming 
at the wrong market is one fault of many building materials 
dealers. 

This doesn't just apply to the new home market. Selecting the 
right type of customer and the right type of product applies 
to everyday store merchandise, too. 

Example: Power lawn mowers. Many dealers threw up their 
hands in disgust at price deterioration of power mowers this 
summer. 

The power mower industry, chasing down the price spiral, has 
suffered a 10% sales decline this year compared to 1959. 

And yet, one power mower producer, Toro Mfg. Co., defied the 
industry decline. Toro stacked up a neat 64% sales increase 
during the past season. 

The reason? Development of good dealers who know how to sell 
to the quality replacement market in mowers. 


There are about 19 million power mowers in use today on the 

33 million home lawns in the country. Power mower industry 
sales during the past year are estimated at 3.8 million units. 
Replacement sales represented over 60% of the total --and it 
was those replacement sales which made money for dealers. 
Power mower buyers are no different from house buyers. The 
replacement buyer shops for quality and service. This spells 
opportunity for retailers who can provide personal service and 
spare parts. Here's a natural for Home Center stores of the 


building materials industry. 


CREDIT SELLING IS ANOTHER AREA WHERE TRAINING IS SORELY NEEDED in the 
lumber and building materials industry. Total installment 
credit this year for the nation is more than $40 billion. 
That's 26 times the installment credit outstanding at the bot- 
tom of the Depression. This certainly shows that buying on 
terms is still mighty popular--the success of cash-and-carry 
retailers, notwithstanding. 

The trouble is, credit must be merchandised. It is a service 
which must be sold. 

If you think this industry can't use more creative credit 
selling, consider this: At this moment, six times more dollars 
are being paid back on automobile loans than on home repair 

and modernization loans! 

And think about this: Some cash-and-carry building materials 
yards invest 10% of sales on advertising. If you are a service 
and credit-selling dealer, how's that compare with your adver- 
tising budget? 
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priced to build your sales 


VARIETY —YOUR PROFITABLE PLUS IN WELDWOOD SIDINGS 





TEXTURED —t * include new Lauan 1-11 with paint grade faces grooves spaced 4”, 8”, and 16” o.c. in 8’, 9’, and 10’ lengths. Other 
of genuine Philippine Mahogany—a wood proved in marine con- Textured Weldwood® Sidings for variety and quality at low cost: 
struction, now available in siding form. Comes with deep (%”) Weldtex®, Formtex®, PlySawn®, and Cedar Texture 1-11. 

















HORIZONTAL, deep shadow lines are formed by Duraply® Lap Like all Weldwood Sidings, it gives huge material and labor 
Siding. tee abe smooth plastic and fiber surface results in beau- savings because it can be applied directly to studs. All Duraply 
tiful paint jobs without danger of peeling, checking, or blistering. sidings are available factory-primed for one-coat on-site painting. 




















BS Oeer A, Sp Ro aeaadl SRO ES Saba scale ae 
VERTICAL effects are accomplished with big 4’ wide sheets that go light and shadow patterns. Other Duraply sidings: a Ivy 
up quickly, easily, and economically. This is Duratex®~a Duraply League, V-6 and V-8, and Duraply Flat Panels which can be used 
siding with vertical bands of striations which create pronounced as is, or with vertical battens for traditional effects. 


MAIL COUPON FOR FREE WELDWOOD SIDINGS BOOKLETS 
United States Plywood ALBPM 11-7 


With Weldwood’s variety of sidings, you help your builder customers — 55 West 44th Street, New York 36, N. Y. 


© avoid “look alike” houses Please send me free copies of new booklets, “Weldwood 
Sidings For Traditional And Contemporary Design,” and 


e reduce labor, material, and painting costs “Weldwood Hardboard Sidings.” 
¢ build stronger, lower maintenance quality houses 


WELDWOOD SIDINGS 
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Help your customers to the SN ‘ 
QUALITY BUILDING 














{md} “Tomad WEATHER STRIP 


In stainless steel or bronze. Complete packaged sets mean easier 
handling for you easier installation for customers. Each set 
contains sufficient Numetal strips and accessories for one door. 
M-D Numetal door sets available with regular door bottoms or 
with any M-D threshold 


(md) Jamb-Up voor weather strip 


Extruded aluminum and durable vinyl. Perfect for wood or metal 
doors. Comes completely packaged with necessary strip, nails, 
screws and instructions. Available with or without extruded 
aluminum and viny! DV-1 Door Bottom 


(id) 4-4 roi -Back 
DOOR WEATHER STRIP 


Automatically spaces itself when properly placed against door 
stop. Economical packaged set for all standard doors. Aluminum 
or bronze—with any door bottom or threshold desired. Nails, 
screws and instructions furnished with each set. 





j\i<anetr CASEMENT 
= o| WINDOW WEATHER STRIP 


Easy to install on steel or aluminum case- 
| ments. Slips over window flange. Style 
No. | is used on head and lock side or 
swinging edge of metal casement win- 
dows. Style No. 2 is used on hinge side 
and the sill. 


| 
| 
| 











Style No. 1 Style No. 2 





Fi ROTM ACER Biri 














door closes 


saad Wa-GARD yreooaens DOWN when 
D 


OOR BOTTOMS 


Made especially for doors where bottom must clear carpet or 
rug. For all doors. Available with silvery-satin or Albras finish— 
will not rust or tarnish. Furnished in standard lengths... 28”, 
32”, 36”, 42” and 48” 


BUILDERS ois by oi — 


Hardware, Lumber and Building assent” 


Supply Dealers. 


mess — 


wath dj -On-GARD COIL 
WEATHER STRIP 


Mu-WAY 
WEATHER STRIP 
All-metal strip in handy rolls. 8 The “original” coil metal and wool 
widths in stainless steel or bronze felt weather strip. 17-ft. roll pack- 


Has built-in tension, embossed aged with nails and instructions 
nail zone and hum-proof edge Packed 12 rolls in free display 


DEALERS oxoee —_ 


TODAY—your order will receive 
prompt shipment. a” 








[md EXTRUDED THRESHOLDS 


Style AP-3% ... America’s most popular 
threshold with replaceable vinyl insert. 
Note vinyl calking strips under each leg, 
which may be removed if the use of 
Nu-Calk Calking Compound is preferred. 
Available in Alacrome or Anodized Albras. 


yee 


{md) poor BOTTOMS 


M-D Numetal door M-D heavy duty ex- 
bottom, Extra thick — truded aluminum and 
wool felt and heavy _ felt door bottom in 
gauge stainless steel, Alacrome or Ano- 
brass of aluminum in dized satin, bright or 
standard lengths. brass colors, in all 
standard lengths. 




















|ma Combination 
DRIP CAP AND 
DOOR BOTTOM 


Complete in one unit. Style DCV 
for all exterior swinging doors, 
combines sturdy, extruded clumi 
num with tough, durable vinyl 
Aluminum drip cap sheds water; 
vinyl air-baffles touch against 
threshold to stop drafts, keep out 
dust. Also excellent for use as a 
Garage Door Bottom 











M-D extruded alumi 
num and vinyl! door 
bottom in Alacrome 
or Anodized Albras, 
available in al! 
standard lengths. 


aa 


| MG GaRAGE DOOR 
WEATHER STRIP 


Seals all 4 sides of gorage door! 
Sturdy extruded aluminum and 
durable viny! that lasts a lifetime 
Exclusive design of vinyl weather 
strip seals out rain, snow, drafts, 
dirt. Made especially for overhead 
doors (both sectional and solid 
types) but may be used on almost 
every type of garage door. Pack 
aged sets in poly tubing include 
screws and instructions 


« 


Seals All 4 Sides of Garage Door 





fd) pyu-Koil 
WEATHER STRIP 


Features tough, durable viny! 
bulb edge combined with flex- 
ible, lifetime aluminum. Won't 
rust of corrode. Lasts indefinitely 
in any climate. Airtight seal is 
made when viny! bulb of Nu-Koil 
strip presses firmly against door 
or window. Easy to install. Comes 
in 17-ft. rolls, packaged with 
nails, instructions and nailing 





gauge 


. Mic (ALK SPEED LOAD 
CALKING COMPOUND 


World's finest calking compound, in loads 
with or without new plastic nozzle that can be 
clipped to 4 different size openings. Also in 
hand squeeze tubes or in % pt., to 55-gal 


drums 
omd .  WaGlaze 
GLAZING COMPOUND 


sS Always sets to rubber-like con 

r Use and recommend with com 

o plete confidence that it always 

GLAZING “stays put. Packed in % pt., pt 

eW ond qt. cans. 25, 50, 100 and 
—™ 880 Ib. drums 


MACKLANBURG-DUNCAN CO. 


Circle No. 7 on Handy Cover Card 








ALL-THE-WAY NEW [ff 


FORD Econoline TRUCKS 


he nw \ 


Eco LYLiPLe 











“4 
Cm 
a 





* suggested retail delivered p 


ALL-THE-WAY NEW TO SAVE IN 4 BIG WAYS lm : 
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New Van Turn an Econoline Van loose on your 


route and watch delivery costs piummet! Cargo space is up to 57 
cubic feet bigger than conventional %-ton panels! Big double 
doors at both rear and curb side give real load accessibility! Floor 
is level, too—no rear engine hump! And there’s three feet less 
length to turn, park, or garage! 





New Station Baa vctninz can match 


this beauty for comfort, room, and low costs! There's room to 
spare for eight. Converts to load hauling in just a few minutes. And 
what a loed—twice that of the ‘‘biggest’’ station wagons! Best yet, 
it gives you up to 30 miles on a gallon, and it’s priced below even 
compact station wagons!* 





New Pickup 


Meet a revolutionary new pickup that saves 


more ways than any truck you've known! Modern cab-forward design pares 
away over a thousand pounds of dead weight, yet you get as much payload 
capacity as many standard ¥2-tonners! It's three feet shorter over-all, yet there’s 
a big 7-ft. box with 73 cubic feet of loadspace! You get lively performance in a 
proven Falcon Six that can give up to 40% better gas mileage . .. saves up to $215 
a year! And, the best news, it’s priced below many standard '-tonners!* See it 


at your Ford Dealer's! 





Low price! Save from the start with 
Ford's traditionally low prices! 


Up to 30 mpg! In certified tests, the 
Econoline Pickup delivered 30 mpg... 
you can save as much as 40% on gas! 


Less dead weight! 1050 pounds less chassis 
weight, yet carries over 34-ton payloads! 


Bigger loadspace! 7-ft. box—up to 23% more 
room, but 3 feet less truck length to handle! 








COST LESS 


YOUR DEALER'S 
“CERTIFIED ECONOMY BOOK” 


PROVES IT FOR SURE! 


gc , 
Foro vivision, Zord Mot Gompany, 
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“Our eighty different ads are proof that we believe in Yellow Pages [coun 
advertising!’’ says D. J. Morgensen, Morgensen Lumber Co., Oklahoma yilding 
City, Okla. ‘‘Over the years, we’ve found that the Yellow Pages and mail- 8 i 

ings are our 2 :nost successful ways of building business. We use the poral 
Yellow Pages as a catalogue to pull industrial, contractor and homeowner M CENTER 
trade from the entire Southwest. Our 6 display ads, 18 trade-mark list- @> WI 6-1481 
ings and ads under 56 other classifications help sell everything we sell!”’ 

@ Display ad (shown reduced at right) runs under BUILDING MATERIALS— 

RETAIL. Call the Yellow Pages man at your Bell Telephone office for M ongensor 


; : out SPER 
assistance in planning your program. 


NW, 38th 2628 WW. 38 N. MAY 
‘The Mees Conte 


Display this embiem. it builds your business! 
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CUTTING COSTS ACROSS THE BOARD 





Acme Idea Man E. H. Jones (left) views bis Idea No. 
53-64 at Gray Products Company, Waverly, Virginia. 


Handled individually, the bulk and weight of particle board sheets would 
make loading, unloading and storage costs prohibitive. But unitized into 
compact, solidly secured bundles, they're a cinch to handle and ship. 
Acme Steel Strapping provides the efficient, low cost answer for pack- 
aging “Graco” Flakeboard. The sheer simplicity of this method enables 
the operator to secure stack after stack quickly and smoothly throughout ACME STEEL COMPANY 
the day. And, it easily handles the wide range of sizes and thicknesses. _ ei 
Your Acme Idea Man is an expert at developing efficient, low cost Bre >. 5 at Ae 


strapping methods. Call him, or clip the coupon for further facts. Please send me Idea No. 
$3-64 and examples of how 


major companies in my field 
use Acme Steel Strapping. 


Name 


IDEA LEADER IN no LD 


ACME 
S134 STRAPPING a 


SE ey State 
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The vast new housing of the nation is populated with 


families who need to buy 


Trinity White ! 


yd 


White has been advertised continuously since 1941. 
Regular advertising appears in the leading architectural 
ines and those read by masons, 
other segments of the building tr 


a contractors 


Along with the zooming sales of boats, barbecue equipment and sport 
clothing, the sale of Trinity White portland cement has doubled and re- 
doubled in the last few years. The list of items at the right shows why. 

Small-ticket sales of Trinity White have skyrocketed as new 
homes have sprouted. Here are homes by the million headed by 
rugged, strong young men who are anxious to build and improve for 
their families’ enjoyment. And a population “explosion” scheduled 
for the 1960’s with the war-baby crop at the family-formation age! 

And the big-ticket sales to contractors and tonnage buyers mounts 
year by year. Last year Trinity White was used on many of the 
country’s most publicized and spectacular structures. 

White cement is no longer a “specialty item.” It is in regular 
and growing demand. For further information, write Trinity White De- 
partment, General Portland Cement Co., 111 W. Monroe St., Chicago 3. 


rina, While 


A product of GENERAL PORTLAND CEMENT COMPANY 
Fort Worth . 


Miami « 


Houston 
Los Angeles 


Chicago . Dallas . 


Fredonia. Kansas + 


Chottanooga . 


Jackson, Michigan + Tampa «+ 
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A cinch to make. And do they dress up the 
place! Householders have several styles to 
choose from—angular or irregular shapes; 
use wood or turf as form. 





GARDEN 


POOLS 


Gives a focal point to yard or garden, 
Raise aquatic plants, fish; attract birds. Very 
popular. A do-it-yourself project that will 
interest many families. 





BENCHES & 


SEATS 


Suggest a straight or curved bench. Other 
attractive yard items that will move Trinity 
White stock are birdbaths, sundials, flower 
boxes. 





DECORATIVE 


Beautiful garden walls and decorative 
screens can be built with units made of 
Trinity White. One sells others. Trinity is a 
true portland cement. 





EASY-TO-BUILD 


STEPS 


White steps are attractive to the eye. Easily 
seen at night because of high 

tion. Your cement contractors will create new 
work with Trinity White. 





FOR OUTDOOR LIVING 


PATIOS 


Your family trade can build themselves won- 


desired, Trinity tints beautifully. 





BEST FOR SETTING 


TILE 


Your building contractor trade who hove 
ceramic tile to set need a prepared tile 
grout made of Trinity White. 





GAME 


COURTS 


TERRAZZO 


FLOORS 


Shuffle board courts are within the ability 
of most home owners. Use Trinity White 
topping. 


The best floor money can buy. For all 
public buildings. Experienced Terrazzo 
contractors can install anideal floor for family 
room, kitchens, baths, etc. 





POOLS FOR 


Here is a market—both public and residen- 
tial—that has been growing remarkably 
fast. Trinity White advertises regularly to 
swimming pool contractors. 





CURTAIN 


WALLS 


Curtain walls and facing panels made with 
Trinity White are both decorative and func- 
tional for new ction or deling 
large and small. 








PORTLAND CEMENT 


STUCCO 


While Trinity recommends the use of a pre- 
pared “stucco mix" wherever possible, you 
will still get calls from contractors wishing to 
mix their own. 





SAFETY 


ITEMS 


Trinity White's light reflection is useful in 
traffic control, including light-reflecting curbs, 
dividers, barriers, markers, and similar items. 
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We believe nothing builds 
your business like selling 
good products. Products 
like these have built a 
rowing and profitable 
business for our dealers 
for the past 102 years. 


JOHNS-MANVILLE 


and now 
turn the 


page 


























provide 


I Asphalt shingles 


-N 
quality roofs at m 


J 


t 


pepeeeteceemmaer.s 












































J-M Fiber Glass and Spintex® offer 
two complete lines of home insulation 








feontinued from preceding page ) all 7 
ines ats _ Pita 
I 
. 3 











New J-M Terrafiex wood-design New J-M Solid Vinyl flooring 
wtiles really look liké wood stays lustrous, is quiet underfoot 











Why not let our complete 


line of building products 


help build your business? 


For details, see your J-M Representative or write 
to Johns-Manville, Box 158 I, New York 16, N. Y. 
Cable address: JOHNMANVIL. In Canada, address 
Port Credit, Ontario. 


JOHNS-MANVILLE 
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NOBODY HAS MORE EXPERIENCE WASHING DISHES THAN 


hhitchen Aid. 


Thousands can be served at a single meal at 
the Fontainebleau Hotel in Miami Beach. You 
can imagine the dishes that have to be washed 
—but gigantic 60-foot Hobart dishwashers do 
the job! 

What does this mean to you as a dealer? 
The same experience and quality that go into 
designing and building these world’s largest 
dishwashers are ALSO in the KitchenAid 
family-size dishwashers made by Hobart. 

Want MORE REASONS why you should 
sell KitchenAid? Listen... 


YOU SELL CUSTOMER SATISFACTION! 
KitchenAid performance dependability holds 
service calls to a minimum. Your profit is pro- 
tected with KitchenAid. Happy customers are 
“selling” customers for you. 
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OF HOBART 


YOU SELL EXCLUSIVE FEATURES! No 
other dishwasher has KitchenAid’s exclusive 
big, blue, lifetime power wash arm. No pre- 
rinsing necessary—it SCRUBS, while others 
shower or spray. No other dishwasher has 
KitchenAid’s exclusive Flo-Thru drying— san- 
itized, warm air FLOWS around every dish. 


YOU SELL A COMPLETE LINE! There’s a 
KitchenAid for every prospect, every kitchen: 
portables, convertible-portables, dishwasher- 
sink combinations, free-standing units, built- 
ins. Finishes: stainless steel, antique copper, 
wood hue copper tone, traditional white... or 
match colors locally. And prices are RIGHT! 

KitchenAid Home Dishwasher Division «+ 
The Hobart Mfg. Co., Dept. KAL, Troy, 
Ohio « In Canada: 175 George St., Toronto 2. 








See the 
New 


KitchenAid 


DISHWASHERS 


for '61 


in Booth No. 629 
at the 


NRLDA Show 





Circle No. 13 on Handy Cover Card 








press time 





New Marketing Institute for Dealers 
Launched by Purdue University 


* Indiana Lumber & Builders’ Supply Association combines 
with Purdue to sponsor new Building Industries Marketing 


Institute. 


* The new sales and management training program has 
received enthusiastic endorsement from 32 of the 33 feder- 
ated lumber and building materials dealer associations. 

¢ First 5-week training courses begins in Lafayette, Ind., on 


January 9th. 


CuicaGo—Art Hood is taking the 
American Lumberman management 
workshops for dealers to Purdue Uni- 
versity—and the response has been 
excellent. 

Purdue will launch its first Building 
Industries Marketing Institute on Jan- 
uary 9th in Lafayette, Ind., running 
for five consecutive weeks. 

A second Institute is scheduled to 
begin on September Sth. Training will 
be for both junior and senior man- 
agement levels and sales people. 

The Institute program is the result 
of a merger between the workshops 
sponsored by this magazine and Rob- 
ert L. Craft’s 8-year effort to train re- 
tail dealers through the Indiana Lum- 
ber and Builders’ Supply Association. 
Craft is executive secretary of the In- 
diana group. 

Art Hood, editorial chairman of 
American Lumberman, concluded his 
97th and final management work- 
shop under the sponsorship of this 
magazine last month in_ Boiling 
Springs, Penna. He will continue to 
serve as consultant to American 
Lumberman and will contribute arti- 
cles. 

Purdue offers the dealer sales and 
management training as part of its 
Adult Education program, headed by 
Merle McClure. 

Five divisions. Each Marketing In- 
stitute is divided into five separate 
courses. A company may enroll stu- 
dents in any one or more of the 
courses, which are as follows: 

* General Management—3 days. 

¢ Sales Management—8 days. 

* Building Products Sales—5'% days. 
* Estimating (including Package Esti- 
mating)—5'% days. 
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* Big Ticket Package Merchandising— 
5% days. 


Cost. A blanket price of $350 to 
any individual firm covers all Insti- 
tute courses for the full five weeks. 
This is about $100 less than if each 
course were taken separately. 

Any company can substitute per- 
sonnel from course to course. For ex- 
ample, the company treasurer could 
attend the General Management ses- 
sions; the sales manager could enroll 
in Sales Management, etc. 


“You get better results when every- 
one from top management on down to 
retail salesmen are trained in modern 
selling and package merchandising,” 
Art Hood said. “That’s why we per- 
mit unlimited substitutions of person- 
nel.” 

Instruction. Art Hood will normally 
teach about three hours a day during 
each five-week Institute period. Other 
instructors will include Robert Craft of 
the Indiana association and Edwin F. 
Sembell, secretary, Illinois Lumber 
and Materials Dealers Association. 

Hood has organized texts, visual 
aids, lessons, quizzes and other ma- 
terial for BIMI. These are adapted 
from the American Lumberman man- 
agement workshops for dealers. 

Endorsement. The industry-wide 
BIMI has been endorsed by 32 of the 
33 federated building materials dealers 
associations. 

“IT cannot recall such enthusiasm for 
any industry project which so many 
groups displayed in replies to my letter 
describing BIMI,” said Robert L. 


Art Hood to be Consultant 
For A. L. and for Dealers 


On January Ist, 
Art Hood will 
retire as chairman 
of American Lum- 
berman’s editorial 
board and will be- 
come director of 
the new Building 
Industries M ar- 
keting Institute at 
Purdue University. 

Art plans ‘ ~ 
spend about ha 

Art Hood of ek ies in bh 
new work at Purdue. which is described 
in the accompanying article. He will con- 
tinue to serve this magazine as a consult- 
ant and will contribute occasional articles. 
He will also be available for marketing 
and management consulting for dealers, 
wholesalers, manufacturers and their as- 
sociations, 


Art has been editor and chairman of 
the editorial board of American Lumber- 
man for 15 years. During this period, he 
conducted 97 management workshops for 
lumber dealers in this country, Canada, 
and Australia. Over 4,000 dealers, whole- 
salers, and manufacturers’ representatives 
attended these sessions. 

Probably the best-known personality in 
the building materials industry, Art has 
spent over 50 years in the retail, whole- 
sale and manufacturing branches. He has 
spoken at scores of dealer conventions 
and meetings. His advice has been widely 
sought on every phase of management at 
every level. 

Prior to joining American Lumberman, 
he was director of dealer relations for 
Johns-Manville for 13 years. He joined 
this magazine as editor in 1946 and be- 
ery chairman of the editorial board in 
1957. 


Hee eee eee 


Novemher 7, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





Craft, executive secretary of the Indi- 
ana Lumber & Builders’ Supply Asso- 
ciation. 

Typical comment from federated 
association managers are as follows: 

—‘The BIMI answers a crying need 
for specialized training in our indus- 
try.” 

—"“Of course this action receives 
the unqualified approval of our asso- 
ciation. The step is long overdue, but 
now firmly taken. Hearty congratula- 
tions.” 

—"This idea has my 100% endorse- 
ment and I feel your plan shouJd be 
endorsed and backed by all the asso- 
ciations and NRLDA.” 

—‘“Without qualification, we en- 
dorse BIMI at Purdue. Art Hood’s 
leadership has revitalized the building 
materials industry. Establishment of 
BIMI guarantees the perpetuation of 
Art’s work and gives us much satisfac- 
tion.” 

—*“It is nothing short of a blessing 
to be able to count on Art’s abilities 
for the posterity of our industry. You 
can most assuredly count on our en- 
dorsement.” 

—*‘BIMI can be the vehicle for fill- 
ing a void that has existed for years. 
We have already agreed to drop our 
2-week session in favor of throwing 
our promotional weight behind Hood’s 
Purdue effort.” 


—"Great work. Let’s put it over.” 

Already endorsing BIMI are: Ala- 
bama Building Material Exchange; Ari- 
zona Retail Lumber & Builders Supply 
Association, Inc.; Lumber Merchants 
Association of Northern California; 
Southern California Retail Lumber As- 
sociation; California Lumber & Building 
Supply Association; Lumber Trade Asso- 
ciation of Greater Chicago; Detroit 
Lumbermen’s Association; Florida Lum- 
ber & Millwork Association; 

Illinois Lumber & Material Dealers 
Association; Indiana Lumber & Builders 
Supply Association; Intermountain Lum- 
ber Dealers Association; Kentucky Re- 
tail Lumber Dealers Association; Lou- 
isiana Building Material Dealers Asso- 
ciation; Michigan Retail Lumber Dealer 
Association; Middle Atlantic Lumber- 
men’s Association; Midwest Lumber 
Dealers Association; 

Mississippi Retail Lumber Dealers As- 
sociation, Inc.; Montana Retail Lumber- 
men’s Association; Mountain. States 
Lumber Dealers Association; Nebraska 
Lumber Merchants Association; New 
Jersey Lumbermen’s Association, Inc.; 
New York Lumber Trade Association; 
Northeastern Retail Lumbermen’s Asso- 
ciation; Ohio Association of Retail Lum- 
ber Dealers; 

Lumber Dealers Association of West- 
ern Pennsylvania; Southwestern Lum- 
bermen’s Association; Tennessee Build- 
ing Material Association; Lumbermen’s 
Association of Texas; Virginia Building 
Material Association; Western Retail 
Lumbermen’s Association; West Virginia 
Lumber & Building Supply Dealers As- 
sociation; and Wisconsin Retail Lum- 
bermen’s Association. 


For further information, write Adult 
Education Dept., Extension Div., Pur- 
due University, W. Lafayette, Ind., or 
Arthur A. Hood, American Lumber- 
man, 59 E. Monroe St., Chicago 3, 
ill. 


HMA President Tells Building Materials 
Producers: “Don't Become Prefabers” 


MIAMI— 
Building materi- 
als producers will 
make a major er- 
ror in marketing 
if they engage in 
house component 
fabrication, ac- 
cording to Clar- 
— Wilson, pres- 

“ ident of Wilson 

C. T. Wilson Homes in St. 
Louis and also president of the Home 
Manufacturers Association. 

“Many producers are thinking about 
making panels and selling them for 
stockpiling by wholesalers or others,” 
Wilson told A. L. & Building Products 
Merchandiser. “This would be a mis- 
take of great proportions because it 
would retard the growth of real pack- 
aged manufactured homes. 

“The production of components by 
basic materials manufacturers would 
simply mean a continuation of ex- 
pensive on-site erection. Such com- 
ponents would be delivered individual- 
ly to the building sites and the full 
economies of factory assembled homes 
would be lost. 

“The problems inherent in_ this 
method of prefabrication are such 
that the home manufacturing industry 
discarded this method in the late ’40’s.” 

Wilson suggests that building materi- 
als producers place their research ef- 
forts on improved materials which 
lend themselves to a more economical 
plant-produced home rather than site- 
produced homes. 

At the 17th annual convention of 
the Home Manufacturers Association, 
just concluded in Miami Beach, presi- 
dent Wilson estimated that HMA 
member companies will produce about 
115,000 packaged homes this year. 
This compares to 132,000 by pre- 
fabricators last year, according to 
HMA statistics. 

“The decline in production by home 


manufacturers is less than the decline 
in total housing this year,” Wilson said. 

When you include all homes which 
use some type of major structural 
components, prefabricated homes this 
year will account for about 25% of 
total new dwellings, the convention 
was told. 

FNMA report. J. Stanley Baugh- 
man, president of the Federal National 
Mortgage Association, told the pre- 
fabricators that Fannie Mae has pur- 
chased 23,245 prefab housing mort- 
gages in its secondary market oper- 
ations, with unpaid principal balances 
of approximately $278 million. 

“About one of every 13 mortgages 
purchased relate to prefab housing and 
to about 1/12th of the total dollar 
volume,” he said. 

These mortgages represent 110 dif- 
ferent manufacturers or brand names 
of housing, sold to Fannie Mae by 
446 organizations. The properties 
covered by the mortgages are located 
in 1,105 different communities of 41 
different states. 

Baughman explained that it is not 
Fannie Mae’s purpose “to compete 
for business with the mortgage bank- 
ing industry or with other source of 
housing credit.” 

The agency does, however, seek to 
be available to the industry as a 
supplementary source of assistance in 
time of need, he said. 

Sen. John Sparkman (D., Ala. ) told 
the prefab group that the nation must 
“develop better basic building materi- 
als and better methods for assembling 
them.” He also voiced the need to 
learn better ways to use a dwindling 
supply of land and reduce man hours 
consumed per unit of construction. 

The Home Manufacturers Associa- 
tion has 54 member companies. Jer- 
ome J. Madigan is executive vice- 
president of the prefab group, with 
offices at 910 17th St., N.W. Washing- 
ton 6, D.C. 





Celotex Opens New Automated Plant 


L’ANSE, MicH.—The Celotex Corp. 
recently opened a completely auto- 
mated and mechanized insulating fiber- 
board manufacturing facility here on 
the shores of Lake Superior. 

With a daily capacity of 500,000 
square feet of %” fiberboard, the 
plant increases Celotex production 
25%. It produces acoustical and dec- 
orative ceiling tile, insulating sheath- 
ing, insulating roof deck and roof 
insulation for distribution throughout 
10 north central sates. 

Covering 260,000 square feet on 
165 acres, the plant consumes about 
175 tons of wood daily. About 150 
persons are employed. Celotex has 
185,000 acres of forest land in the 
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surrounding area, and perpetual cut- 
ting rights to another 57,000 acres. 
Less water is used in the new facility 
than normally required for fiberboard. 

A dual refining system permits mix- 
ture of different grades of wood, even 
allowing hardwoods and softwoods to 
be used simultaneously. 

Celotex now has 11 plants and 17 
district sales offices plus a plant in 
London, England. This plant completes 
the firm’s four-year expansion pro- 
gram. Included were a $6 million 
gypsum products plant at Ft. Dodge, 
lowa, a $3 million mineral fiber ceil- 
ing tile facility at Pettston, Penna. and 
a new research center in Des Plaines, 
Til. 
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Get into Politics, Leading Nebraska 
Lumber Dealer Recommends 


GRAND IsLAND, NEB.—Richard E. 
Spelts, Jr., general manager-treasurer, 
Spelts of Nebraska, Inc., associated 
building materials and grain firms, 
heartily endorses retail dealer activity 
in politics. 

And he practices what he preaches. 

“The examples you documented in 
your A.L.& B.P.M. October 10th 
article should serve as encouragement 
for more lumber dealers to become 
effective in this most interesting and 
important field of politics,” Spelts says. 

“I would like to strongly second 
your effort to encourage a renewed 
interest in political activity and add 
my bit of testimony. I have been active 
in civic affairs on a broad scale and 
worked on a _ highly-partisan basis 
politically. 

“Our company has had nothing but 
tremendous success when its members 
have been active civically and politi- 
cally over the years. People do not 
resent persons in politics who act like 
gentlemen and indicate where they 
stand.” 

Background. The 41-year-old Spelts, 
a college graduate and Naval officer 
in World War II, has participated in 
fraternal, professional, welfare, Boy 
Scouts, service and church work. He 
is a director of the Nebraska Cham- 
ber of Commerce and was a featured 
speaker at the 1959 conventions of 
National Retail Lumber Dealers As- 
sociation, Southwestern Lumbermen’s 
Association and Illinois Lumber and 


Material Dealers Association. 

Spelts received the 1953 “Outstand- 
ing Young Man of the Year” award. 
He served as chairman of Nebraska 
Republican State Central Committee 
and member of Republican National 
Committee from 1956 to ’59. He was 
a delegate-at-large to the 1960 Repub- 
lican National Convention and is cur- 
rently Sen. Carl T. Curtis’ campaign 
chairman. 

One mishap. The only “trouble” 
Spelts got into as a result of his 
political and charitable activity was 
the result of unfounded rumors. He 
never even knew about it until he 
read a local newspaper editorial. 

He was serving as nonpaid execu- 
tive director of Hall County Housing 
Authority to build Golden Age Vil- 
lage, a public housing project sup- 
ported by federal funds. He knew that 
both federal and state law prohibited 
him from selling building materials to 
the project, but he deliberately took 
the post anyway to serve the com- 
munity. 

But the word spread, according to 
the newspaper, that Dick Spelts and 
the companies he is associated with 
would “clean up” through sales to the 
builders of the housing project. The 
truth was he never even so much as 
sold a nail to the contractors and knew 
nothing of the event until he read the 
editorial, which explained the correct 
facts and absolved Spelts of any “clean 
up” on the project. 





ALIVE 


with painting power! 


PAINTBRUSH QUALITY is symbolized in 
a new trade mark announced by the 
Bristle and Hair Merchants Div., Ameri- 
can Brush Manufacturers Association. 
Hog bristle is the hair from which brushes 
have been made for 2,000 years so the 
15-member association adopted this wild 
Asian boar symbol mounted astride a 
bristle brush. The new trade mark, with 
the words ‘‘Alive with Painting Power!’’, 
will appear in all advertisements, win- 
dow streamers, decals, hang tags, brush 
jackets and placards to identify paint 
brushes made with pure hog bristle in 
any retail store. 
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Producers’ Council Officers 


WASHINGTON—Producers’ Council 
affiliate of American Institute of 
Architects elected new officers for the 
coming year. President is Elmer A. 
Lundberg, architectural services di- 
rector, Pittsburgh Plate Glass Co. 
First vice-president is Donald A. 
Proudfoot, marketing manager, Simp- 
son Timber Co.; second vice-president, 
Robert W. Lear, marketing services 
director, American Radiator & Stand- 
ard Sanitary Corp.; secretary, Earl F. 
Bennett, architectural sales director, 
Koppers Co. 


Evans May Acquire 
Aberdeen Plywood 
DetrRoit—Evans Products Co. of 
suburban Plymouth is holding mer- 
ger talks with Aberdeen Plywood & 
Veneers, Inc., Aberdeen, Wash. The 
firm said it would exchange Evans 
stock for that of the plywood special- 
ties producer. The proposed merger 
would result in one of the largest fir 
plywood warehouse chains since Aber- 
deen has 19 and Evans 16, overlap- 
ping only in Chicago. 


Housing Sags to 2-Year Low 


WASHINGTON—Home building ac- 
tivity in September dipped to its 
lowest point in more than two years, 
the Census Bureau said. The sales de- 
cline apparently continued into Octo- 
ber, a spot check of builders indicated. 

Work was started on private new 
homes at a seasonally-adjusted annual 
rate of 1,077,000 units in September, 
17% below the year’s high in August 
and 29%_ below the like 1959 month. 
August had picked up 10% over July, 
but the slump hit again in September. 

So far only 973,200 new homes 
have been started this year, the Cen- 
sus Bureau said, a slackening of 19% 
from the same period a year ago. 
However, Federal Housing Administra- 
tor Norman Mason has resisted cut- 
ting the 5%4% maximum interest rate 
permitted on FHA-backed loans. 

Meanwhile, in an effort to make 
the mortgage market move more 
swiftly, the Federal National Mort- 
gage Association announced that it 
has started making standby commit- 
ments to purchase mortgages of old 
as well as new homes. 

This was authorized by congress 
sometime ago, but never before used. 
FNMA says the action is to eliminate 
uncertainties over financing sale of 
existing homes. 


Lumber Dealer Labor Cases 
To be Handled by NLRB 


WASHINGTON—A_ recent decision 
by the National Labor Relations Board 
holds that now most retail building 
materials dealers come under laws 
administered by that agency. 

Many lumber dealers had been con- 
sidered not large enough to meet 
NLRB’s main retail test of at least 
$500,000 annual gross volume. Now, 
however, they can be covered by the 
non-retail standard of purchases of 
goods and services from outside their 
own state of more than $50,000. Most 
dealers meet that criterion. 

Up to this point, if a building ma- 
terials dealer's business was mostly 
retail—that is, sales to the ultimate 
consumer such as the home handyman 
—he wasn’t covered by NLRB reg- 
ulations. But the board has held that 
if any part of the dealer’s business is 
non-retail—that is, selling to builders 
for resale to consumers—NLRB will 
accept a labor case involving him if 
either standard is met. 

This means most lumber dealers 
who haven’t been covered by the Na- 
tional Labor Relations Act (with Taft- 
Hartley and Landrum-Griffin amend- 
ments) are now subject to NLRB ad- 
ministration of it. However, NLRB 
rules on coverage are not controlled in 
any way by retailer status under the 
Fair Labor Standards (Wage-Hour) 
Act. 

It is pointed out that the Landrum- 
Griffin labor reform amendment of 
1959 is generally more favorable to 
business than most state laws. 
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E Evanite BIG THREE... 


The Evanite Big Three offer your customers wide selection, 
quality and price advantages. These building panels offer 
you year-round sales potential with high-profit turnover. 
POLY-CLAD* PLYWALL* PANELS come in the twelve most 
popular wood grains . . . at half the cost of fine wood panel- 
ing! Baked-on Poly-Clad finish protects against fading, mars 
and stains. 

EVANITE* FIR PLYWOOD is DFPA grade-marked . . . your 


*Evanite, Poly-Clad and Plywall are trademarks 


EVANS PRODUCTS COMPANY 


assurance of the finest quality interior and exterior plywood 

for unlimited building applications. 

EVANITE® HARDBOARD is available in a variety of textures 

and comes completely prefinished in a handsome “Drift- 

wood” ivory tone. It’s easy to install, economically priced. 
SALES OFFICES: 


Chicago, Illinois e Tampa, Florida e Coos Bay, Oregon 
Anaheim, California e Syracuse, New York e Plymouth, Michigan 


It pays to buy from your jobber 


AY 
EVANS 


USD, 


PLYMOUTH 
MICHIGAN 
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“7 preger 
PICKERING 


‘GOLD MEDAL’ 
LUMBER 


Ponderosa Pine 
Sugar Pine 
White Fir 

Incense Cedar 


Develops ‘Floating Floor’ Add-on Dormer 


Detroit—Fairway Dormers, Inc. 
believes it has solved the problem of 
adding living space to one-story homes 
where the roof is too low for conven- 
tional dormer framing methods. It 
offers exclusive area franchise rights 
to retail building materials dealers for 
the system. 

No footings or foundations are 
needed as in the case of ground lev- 
el expansion. The company says the 
existing heating plant in a home is 
almost always adequate to heat the 
dormer without overloading. Con- 
struction can be financed through 
Title I or conventional methods. 

Floating floor. Called Pentadorm, 
the dormer is suspended above exist- 
ing ceilings on a floating floor prin- 
ciple. Weight is carried by load-bear- 
ing walls with ample air space over 
the dormer and soundproofing be- 
low. They are said to be light and airy 
with comfortable sleeping in summer. 


The dormer may be designed as one, 
two or three bedrooms and bath en- 
gineered to the customer’s taste. 

Materials are shipped by the fran- 
chised dealer to the job site to elim- 
inate delays. The roof is opened to 
accommodate the desired Pentadorm, 
then closed and roofed-in in one day. 
Built-in storage space can be added. 

Finally the stairway is constructed 
over the basement stairwell or un- 
used space. It is not opened until 
nearly all work is finished, normally 
in about three days. 

Franchise. Fairway Dormers, Inc. 
has instituted a nationwide franchise 
program that offers retail building 
materials dealers exclusive territorial 
rights to build or subcontract Penta- 
dorms. Average price from Ameri- 
can Franchise Systems, Inc., 18415 
West Eight Mile Rd., Detroit is $5,- 
000. Labor is fully trained in Detroit 
and many sales aids are available. 





Yes Sir! Other dealers know from 
experience the fine quality, the sat- 
isfaction-giving value of Pickering 
“Gold Medal"’ iumber. 


Remodeling Dealer To Be Described 


texture, 


You, too, will like Pickering ‘‘Gold 
Medal" . . . its wonderful soft- 
easy-sawing and nailing 
qualities, its good manufacture, sci- 
entific kiln drying, and dependable 
grades. 


Don't be satisfied with less than 
Pickering ‘‘Gold Medal"’ satisfaction. 








Welcome, lumbermen, to the 1960 NRLDA 
Show in San Francisco. We'll be pleased 
to visit with you at our booth 32535 in 
Brooks Hall at the Civic Auditorium. 








Why not put Pickering 
“‘“Gold Medal"’ to the 
fest on your next re- 
quirements? 


PICKERING 


Lumber Corporation 


STANDARD, CALIFORNIA 
h nora, Calif.) 
rp Standard, Calif 


sala) @ilii 


Tuol 
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New Yorxk—More than 30 of 
the nation’s most successful home im- 
provement operations will be analyzed 
in detail at eight management semi- 
nars in the 1961 Home Improvement 
Products Show, February 8-11 in the 
Coliseum here. 

Seminars include: How to Start a 
Modernizing Division; How to Operate 
with Minimum Overhead; How to Con- 
trol Job Costs; How to Estimate Com- 
plex Jobs Accurately; How to Mark- 
up for Adequate Profit Margins; How 
to Project Growth and Pay as You Go; 
How to Sell Specialties; How to Sell 
Packages; and coordination of Men 
and Materials. 

Building materials dealers will also 


have the opportunity to attend product 
clinics devoted to specialties, remodel- 
ing packages and “Merchandising... 
Using the Help that’s Close at Hand.” 

Swimming pools, patios, aluminum 
siding, kitchens, basements and room 
additions will be covered by dealers 
and contractors who have found roads 
to new and bigger profits. The re- 
habilitation opportunity inherent in the 
U.S. urban renewal program and “op- 
erative remodeling’—purchase of 
homes, improving them for resale 
will be discussed. 

Dealers will learn details of various 
national programs created to assist 
them in building home improvement 
volume. 





U. S. Aluminum Expands 

Cuicaco—U.S. Aluminum Siding 
Corp., is building a new $2 million 
plant in suburban Franklin Park to be 
in operation by next March. Said to 
be the “most modern and up-to-date” 
of its kind in the industry, the 66,000- 
square foot facility will make seven 
complete lines of residential aluminum 
siding and accessories and enable the 
firm “to greatly enlarge and diversify 
our line of building products.” 


Plans Ice Melter Drive 

CLARKS SUMMIT, PENNA.—Just 
before the winter season begins and 
continuing for two months, the Inter- 
national Salt Co. has scheduled a 
forceful advertising for Sterling Halite 
melting crystals to help dealers clear 
the path for good winter profits. Out- 
door posters will appear in the snow 
belt sales territory as a reminder for 
protection from winter and radio com- 
mercials will give weather reports. 
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This model shop shows all that's needed to efficiently 
produce roof trusses using Hercules truss plates: A 
versatile $140 Hercules jig table assembly and a 20- 
ounce hammer for each of your men, plus the saw. 

A space of about 30 feet wide and 40 feet long 
is all you need to accommodate the Hercules jig table, 
work space and completed trusses! 

The Hercules jig table assembly can be adjusted 
to any span and pitch of truss. 


OM an \uielodalm \ulelat-s'ae-j alelelic mm Zolli lah'Z-1-3: 
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CULES JIG TABLE ASSEMBLY and HERCULES 
TRUSS PLATE. The truss you will fabricate is one of 
the strongest and one of the easiest to manufacture. 
The HERCULES TRUSS is nationally accepted by 
FHA, VA, and all Local Building Departments. (FHA 


BASICALLY, ALL YOU NEED IS A GOOD JIG TABLE 


YES, all you need is a good $140.00 HERCULES JIG 
TABLE ASSEMBLY to increase your sales by $110,- 


000.00 this year. 

Using the HERCULES JIG TABLE and three men, 
you can assemble 48 trusses per day. These are actual, 
proven production figures! (These figures are for as- 
sembling the trusses, and do not include cutting time.) 
Assuming there are 20 trusses in the average house, 
the production of 48 trusses per day is 2% houses per 
day, or 12 houses per week, on the basis of a 5 day 
week. Using a 36 week year, because of weather and 
other unforseen factors, this is a total of 432 houses 
per year. If you were retailing trusses, this would be 
approximately $110,000.00 per ree. Should you use 5 
men on your HERCULES JIG TABLE, your produc- 
tion should increase to 96 trusses per day, or over 
$220,000.00 per year. 


GET ON THE BANDWAGON 


YOU can start building the HERCULES ROOF TRUSS 
with a very low initial investment by using the HER- 


OUR SERVICE INCLUDES ENGINEERING, TECHNICAL AND MANAGEMENT 
ASSISTANCE TO MAKE YOUR TRUSS BUSINESS SIMPLE, EASY AND LOW 


IN COST. 


National Bulletin #SE 269 covers the HERCULES 
TRUSS.) 


WHY USE THE HERCULES JIG TABLE AND TRUSS PLATES? 


BECAUSE our method is simple and easy. The HER- 
CULES TRUSS can easily be fabricated 
without skilled labor. 


BECAUSE it combines a very low investment with a 
simple, low cost fabrication operation. 


BECAUSE any volume of truss sales will be profitable. 


BECAUSE with your low investment, you could let 
your HERCULES JIG TABLE sit idle with- 
out losing money, whereas if you have a 
very large investment, you must keep your 
equipment busy at all times to prove 
profitable. 


BOOTH 1807 
AT NRLDA EXPOSITION 


WE AID OUR FABRICATORS IN ANY TRUSS PROBLEM. WRITE OR WIRE NOV. 13-16 


FOR COMPLETE DETAILS. 








NI'ERNATIONAL 
TRUSS PLATE 


MANUFACTURER AND DISTRIBUTORS OF HERCULES TRUSS PLATES 
4058 N.E. Sth AVENUE FT. LAUDERDALE, FLORIDA 


CORPORATION 
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Dealers in Marion, Ind., Show Promotion Vigor 


Competitive days are here—dealers are out scratching for 
business. A total of 405 column inches of advertising was 
placed in the same issue of the Marion paper by dealers in 


this city of 30,000 . 
and new homes. 


MARION, IND. 


TRIVING to capture their share of 

the intensely competitive fall and 
winter home improvement market in 
this medium-size city of 30,000, 
seven retail building materials dealers 
grabbed off plenty of space in a Sep- 
tember-end Sunday newspaper. 

Ads pointed up “your building head- 
quarters,” “beautify your home,” 
“complete building service for re- 
modeling,” “pac-age homes remodel- 
ing,” and “finance arrangements avail- 
able.” One dealer emphasized his 
firm’s 81 years of service “as old as 
horse and buggy days” to “modern as 
the rocket age.” 

Dollars are hard to come by in In- 


30 


. selling home improvement services 


diana this year, and forward-looking 
building materials dealers are trying to 
get their share. As one said, “if you 
can’t sell materials for new housing-— 
when there is none—the only thing to 
do is work hard at getting home im- 
provement remodeling sales.” 

A typical ad stressed that “mod- 
ernization, repairs and remodeling 
may be financed with no money down, 
up to 60 months to pay.” 

Another told readers to “remember, 
the sweetness of low price never equals 
the bitterness of poor quality,” feeling 
that was the way to beat the low-price 
boys. 

A monthly budget plan was offered 
by the decorating department of a 


Marion dealer. All the add-on, repair, 
remodel and modernize building ma- 
terials with free services was put forth 
by another. 

Grinding out “yardage” in the foot- 
ball season, Marion dealers’ advertised 
everything from hand tools to ceiling 
tile to kitchen cabinets. “Don’t get 
caught in the cold... buy your 
storm doors and windows now” was 
the theme of an enterprising dealer. 
“Build your dream home” or “remodel 
your present one” was another's idea. 


Asks Lower Mortgage Rates 


WASHINGTON—Albert J. Robert- 
son, chairman, Federal Home Loan 
Bank Board, urged savings and loan 
associations to trim dividends on sav- 
ings so the organizations can reduce 
interest rates on residential mortgage 
loans and spur home building. He 
said cheaper mortgage money may be 
— to stimulate the housing mar- 

et. 
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To give your customers the quality they want... 


Western Pine Region woods 


adhere to a fine grade line 


A sure measure of Western Pine Association lumber quality is its grade uni- 
formity. How can the Association maintain such high grading standards among 
nearly 500 mills in the great 12-state region? 


It is done on a time-tested plan through the Association’s Bureau of Grades: : 
every member mill is checked monthly—by a different inspector each time. Western Pine Association 
The mills’ graders are constantly advised and aided. The result: remarkable = member mills manufacture these woods to high 


standards of grading and measurement grade 


grade uniformity among the 11 Western Pine Region species. edlinail Hotlink de ovitieliis tiles emecien 


Careful grading is one more quality control that insures you of a uniform PONDEROSA PINE / IDAHO WHITE PINE / SUGAR PINE 
. ‘ ‘ . DOUGLAS FIR LARCH / WHITE FIR 
product when you order Western Pine Region woods. For more information, ENOEL MANN SPRUCE / LODGEPOLE Pind 


write the Western Pine Association, Yeon Building, Portland 4, Oregon. INCENSE CEDAR / RED CEDAR / WESTERN HEMLOCK 


TODAY’S WESTERN PINE TREE FARMS ARE GROWING TOMORROW'S LUMBER 

















WHITE es and lightweight for ENGELMANN SPRUCE —lightweight, INCENSE CEDAR —one of the country's IDAHO WHITE PINE —lightweight and 
framing, roof decking, paneling and whitest of Western Woods, it is fine tex- best siding materials, this wood weathers _straight-grained, it provides excellent work- 
moulding. It’s easy to cut, saw and shape. tured, works and nails superbly. High beautifully, is exceptionally stable and ability, lasting finish. Bright, clean color 
Popular, too, for interior and exterior insulation value for sheathing and siding. holds a lasting paint or stain finish. — for sheathing, subflooring, interior paneling 
trim and many industrial uses. Beauty for paneling. Beautitul knotty grain for paneling. and finest millwork. . 
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Andersen Corp. Helps You Sell Remodeling 


BAYPoRT, MINN.—Andersen Corp., 
world’s largest window producer, has 
issued two promotional kits to help 
building materials dealers corral their 
share of the remodeling market. 

One is tailored specifically to deal- 
er requirements—to assist in selling 
both builders and handymen. The oth- 
er, for distribution to builders, is to 
help the dealer offer ideas to builders 
so they may compete in remodeling. 

Dealer kit contains: 


* Newspaper ad mats 
*Tips on advertising (including use of 


job and truck signs, letters, newspa- 
pers, radio and TV) 

¢ Sample letters to stimulate remodel- 
ing. 

¢ Literature on Windowalls 

¢ Display ideas 

* Publicity ideas 

¢ Before-and-after photo ideas. 

Porch enclosures, room additions, 
garage conversions, finishing attics 
and kitchen remodeling are possibili- 
ties covered involving windows. 

Kits are free. Write Mrs. Ione An- 
derson, Andersen Corp., Bayport, 
Minn. 





LINEAL MMOULOINGS 


from CALIFORNIA HIGH ALTITUDE 
PONDEROSA PINE and WHITE FIR 


wed MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Solid Mouldings 


(Specified Lengths) 
@ Cut Stock 


@ Jambs 


(Cut to Length) 
@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


TarTer, WEBSTER & JOHNSON, INC. 


P.O. BOX 3498 


San Francisco 19, California 


PRospect 6-4200 
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100 Years As Wholesaler 


DaLLas—Now celebrating its cen- 
tennial year, Macatee, Inc. distributes 
a variety of building materials through- 
out the northern half of Texas from 
its modern facilities here. Direct fa- 
ther-son management succession has 
taken place since W. L. Macatee 
launched the firm in Houston in 1860. 
George P. “Bud” Macatee III is now 
president. 

Located on 6% acres, the firm has a 
two-story central office with the main 
floor designed as a display room; a 
344,000-square foot main warehouse; 
a 72,000-square foot auxiliary ware- 
house for steel windows and allied 
products; an 890’ rail spur accom- 
modating 14 cars; a garage for the 
modern truck fleet; 175 employes and 
branches in Tyler and Lubbock, Tex. 


Paint Industry Sales 
Hit All-Time High 


WASHINGTON, D.C.—Paint industry 
sales in June were the highest for any 
month on record and sales in the first 
six months of this year set a record 
for the period, according to National 
Paint, Varnish and Lacquer Associa- 
tion. 

June sales of $181.8 million were 
3.4% more than in the same month 
last year. Sales for the first half of 
this year were $929.3 million, up 1.4% 
from the similar period last year. 


Bestwall Builds Plant 


ARDMORE, PENNA.—With an as- 
sist by Gov. J. Caleb Boggs, Bestwall 
Gypsum Co. broke ground for its new 
$7.5 million plant at the Wilmington, 
Del. Marine Terminal. To serve mid- 
Atlantic states, the facility will make 
gypsum wallboard, lath and sheathing, 
gypsum wall plasters, graded commer- 
cial rock and agricultural gypsum un- 
der Paul J. Orleman’s management. 


36% INCREASE IN INDOOR STORAGE 
was achieved by capturing air space 
atop existing areas at Weyerhaeuser 
Co.'s Louisville, Ky., distributing yard. 
It was made possible by use of the Hy- 
ster Space Saver 10,000-lb. capacity 
fork lift truck shown above, with special 
high-lift. 


November 7, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 











in the Barrett line of Protective Coatings 


ELASTIGUM j ROOF COATING —Protects roofs! Liquid, 
waterproof, and elastic! A superior quality, professional grade, 
asphalt-base, liquid roof coating. Brushed or sprayed over 
old roofing, it penetrates felt, closes cracks, spreads a pro- 
tective coating over the entire roof that provides a new 
wearing surface, adds years of life. Quick and easy to apply 
cold direct from container. 


Barrett is out to help you sell! 


ELASTIGUM® ROOF CEMENT —suops teaks! Au pur- 
pose, plastic, waterproof, and elastic! Highest quality, pro- 
fessional grade, asphalt-base roof cement available. Contains 
selected asbestos fibers. Tough, durable. Bonds strongly with 
any clean, dry surface. Forms hard skin after application, 
but remains plastic underneath. A trowel coat fills fissures, 
major roof ruptures. Easy to apply cold. 


We’ve streamlined the Barrett line of Protective Coatings. Now there 


are only ten products—all upgraded, in eye-appealing new packaging, with new names that highlight 
application. And they can all be applied cold! Concentrate on these best sellers and forget the rest. 
« New! Aluminum Roof Coatings - Roof Coatings and;Cements + Waterproof Cement + S.1.S® Cement 
- Foundation Coating - Wood Preservative « Metal Coating. For samples and full information, call 


your Barrett representative or contact us direct. 


DISTRICT SALES OFFICES: BIRMINGHAM 14, Ala.-1327 Erie St.; CHAR- 
LOTTE 1, N. C.-1125 East Morehead St.; CHICAGO 54, IIl.-Merchan- 
dise Mart; CLEVELAND 15, Ohio-3121 Euclid Ave.; HOUSTON 11, 
Texas-323 South 67th St.; MALDEN 48, Mass.-378 Commercial St.; 
NEW YORK 16, N. Y.-261 Madison Ave.; PHILADELPHIA 46, Pa. 
36th and Grays Ferry Ave.; ST. PAUL, Minn.-764 Vandalia St. 
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Sell the TOP VALUE in Hinges 
for Public, Commercial Buildings... 


Milwaukee 


NU-JAMB 


Double-Acting 
SPRING HINGES 


NU-JAMB's smart, modern button-tip design, 
easier installation, easy-swinging action, longer 
service, make it today’s favorite for heavy 
swinging doors in today’s finest buildings. Off- 
set barrel design requires no hanging strip— 
speeds installation, provides more solid support. 
Swings on frictionless bearings, for smoother, 
longer service. Adjustable tension. All standard 
finishes. Write for prices. See Sweet's Architec- 
tural File for other Milwaukee Hardware. 


Steel Stake 


Pullout hole 
for easy 
removal 


Can Be 
Reused 
indefinitely 


Easily secured 
to lumber— 

can be nailed 
every 1” O.C. 


1" beam design 
drives easier, 
holds best 


Soll 


Drives easily into 
hard earth. Can be 
used for practically 
any type of stake 
work, This popular 
and profitable item 
is available in 12”, 
18”, 24”, 30”, 36” 
and 42” sizes. 


Syms 


SYMONS CLAMP & MFG. CO. 
4267 Diversey Ave., Chicago 39, Ill., Dept. 1-0 


Please send complete decler price information 
on your STEEL STAKE. 


Hi-Carbon 
Alloy Steel 
tough to bend 


Rugged point 
with minimum 
deflection 





Name. 





Firm 





Address 





City. 





MEN /a the news 


* George S. Long, Jr., Weyerhaeuser 
Co. secretary in Tacoma, Wash. re- 
tires December 3lst after 48 years 
service. He is president of Weyer- 
haeuser Co. Foundation. 


* Mark Townsend, Townsend Lumber 
Co., Stuttgart, Ark., was elected presi- 
dent of National Hardwood Lumber 
Association at its 63rd annual con- 
vention in Chicago last month. He 
succeeds Bernard Bock, Montreal, who 
becomes a permanent executive com- 
mittee member. James P. Hamer, 
Kenova, W. Va. and Don F. White, 
Oakland, Calif. were reelected vice- 
presidents and Lawrence Kellogg, 
Alexandria, La. elected third vice- 
president. New directors are: George 
A. Houghton, Jr., Goodman, Wis.; 
Alan Mcllvain, Philadelphia; Bruce M. 
McLean, Tacoma, Wash.; and Edwin 
P. Thomas, St. Louis. 


* W. W. Wittmack has been named 
marketing vice-president of Wepco, 
Div. of The Weather-Proof Co., Litch- 
field, Ill. He was formerly associated 
with General Plywood Corp. 


¢ Chairman I. G. Saltmarsh, Indiana 
Lumbermens Mutual Insurance Co., 
Indianapolis, was honored at a lunch- 
eon with a bronze-on-walnut plaque 
commemorating his 50 years with the 
concern. Replicas will be distributed 
to associates. 


¢ Warren E. Hoyt has been named 
Wood Treating Div. sales manager, 
Southwest Forest Industries, Inc., 
Prescott, Ariz. He has 40 years experi- 
ence in wood preservation. 


* Harold A. Prescott, midwest sales 
manager, has been promoted to gen- 
eral sales manager by Reiss Associ- 
ates, Lowell, Mass. decorative plastic 
laminate producer. 


¢ Newly-elected president of North- 
ern Sash & Door Jobbers Association 
is Arne C. Kindem, vice-president, 
Andrew A. Kindem & Sons, Inc., 
Minneapolis. He succeeds David Whit- 
mer, vice-president, Whitmer-Jackson 
Co., Buffalo, January Ist. 


* Quaker State Metals Co., Div. of 
Howe Sound Co., Lancaster, Penna., 
has named four new vice-presidents. 
They are: William Hayes, engineer- 
ing; John Kirchner, works manager; 
John Keene, traffic manager; and 
Marlin Reedy, controller. 


* Philip H. Augerson, secretary and 
controller, has been appointed vice- 
president of Dyna-Therm Chemical 
Corp. Robert F. Dawson, general sales 
manager, has been promoted to vice- 
president-marketing by the firm. 


* James C. Clark has been named 
president of Elephant Lumber Stores, 
Columbus, Ohio. He is past chairman, 
district 8, Ohio Association of Retail 
Lumber Dealers. 


* Ralph L. Lanz, general manager- 
materials, has been promoted to vice- 
president-materials and board member 
of Keashey & Mattison Co. He will 
be in charge of research and develop- 
ment, planning and inventory and pur- 
chasing. 


* Charles B. Alvord, formerly vice- 
president and general manager of 
Stanley Works division, Stanley Build- 
ing Specialties Co., North Miami, Fla., 
has been appointed manager of the 
newly-created Cecoframe Building 
Dept., Ceco Steel Products Corp., Chi- 
cago. 


* Syd M. Lewis, building materials 
merchandising manager of Pioneer 
Div., the Flintkote Co. has also been 
named division sales manager in Los 
Angeles. 


* William H. Zegers, marketing vice- 
president, has been appointed presi- 
dent of Zegers, Inc., Chicago manu- 
facturer of window weatherstripping 
and balancing equipment. He will su- 
pervise the firm’s current expansion 
program. 





Answer to Labor Shortage? 


* Retail building materials dealers have 
learned the value of using housewives 
as salesclerks. The next trend may be 
for feminine carpenters and painters. 

If this is so, then the Home Lumber 
Co., Neenah, Wis., has the edge on most 
dealers. This lumber company’s build- 
ing subsidiary may be the only one in 
America with a female paint and tile 
crew. 

Headed by Grandmother Eva Knaach 
(picture), the four women work the 
year-round at regular mechanics’ wages. 
They love their work. 

“And they're better than any men 
painters I've ever hired,” says president 
Gib Nielsen, proudly. “Even the local 
FHA inspector thinks so. 

“When he wanted to have his house 
painted, he asked me if he could hire 
my crew. The women did such a good 
job that he brags about his house being 
the best-decorated on the street.” 
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Sm-o-o-o-th: Formica Flakeboard 
easily passes this test for smoothness 
without any splinters or abrasions. 
Balanced 3-layer construction — 
with fine flakes on the outside 
— produces a hard, smooth, 
non-telegraphing surface. 

Formica Flakeboard is the 
finest underlayment for decorative 
laminates because: (1) It’s made 
of fresh-cut, debarked timber and 
impregnated with Cyanamid 
resins developed by the world’s 
most renowned resin scientists. 
(2) It’s engineered by Formica 
Corporation, for over 47 years the 
leading manufacturer of 
laminated plastics, (3) It has 
been especially designed and 
manufactured for use with 
Formica decorative laminates 
and adhesives. 

Test Formica Flakeboard 
at our expense, Write today 
for free sample (cut from 
regular production-run 
boards, not specially treated). 
Formica Corporation, a 
subsidiary of American 
Cyanamid, 4652 Spring 
Grove Ave., Cincinnati 


32, Ohio. 


NOTE: Formica 
Flakeboard is not 
available on the 


West Coast 


<|free demonstration and samples 
Write for both. Check the other outstanding ) Hakeboard 
properties of Formica Flakeboard before beginning 
your next decorative laminate installation. 
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TRIMMED FOR ACTION AND TOUGH AS THEY COME 


LEAN-MUSCLED MIGHT 

TO MOVE LOADS FOR LESS! 
CHEVROLET SERIES 60 
MIDDLEWEIGHTS 5... osc: os 


ability to whip the meanest jobs in jig-time. Chevrolet’s broad lineup of Series 60 middle- 
weights includes the best answers to many jobs in a wide, wide weight-class range. Here 
are trucks that outwork bigger, heavier, more costly rigs with a rugged, no-fat build 
that puts every pound into hard-working muscle. There’s money-saving six-cylinder 
power furnished by Chevrolet’s lean-muscled Jobmaster 6, standard throughout the 
medium-duty 60 Series right up through the maximum 19,500-lb. GVW rating. There’s 
tough, bump-beating Torsion-Spring Ride, acclaimed across America as the greatest thing 
since springs, for shouldering big loads and smoothing the roads in a way big-truck 


operators never thought possible. There’s backbone aplenty for biggest loads in brawny 
box-rail frames, “K’’- or “X’-braced for extra stay-together rigidity. Add king-size 
vacuum-hydrauliec or air brakes, low-friction precision steering, top drive line toughness 
and a wide choice of optional equipment to meet every special requirement—and you’ve 
got a trimmed-for-action truck build that knows how to do more work and cost less from 
delivery to trade-in. Why not let a Chevy show you what lean, hard-muscled truck 
stamina can mean on your job, soon? 





With a wide range of Conventional Cab, Low- 
Cab-Forward and Tilt Cab models to choose from, 
the Series 60 lineup includes the right truck to 
handle your medium-duty hauls in the most 
efficient way possible. There are fifteen models in 
all, tailored for every kind of duty from ultra- 


compact, close-coupled tractor applications to 
extra-long 21-foot body installations. Visit your 
Chevrolet dealer. He'll be glad to give you 
the full details on the one best truck for your 
job. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS £zZigcezuw” 
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SIMULATED BOYS’ ROOM at Oshawa (Ont.) Wood Products, 
Ltd., showroom uses prefinished paneling, wall hung desks, 
storage cases and shelves. Room feelng is achieved without 


closing up space 
fixtures are hung on floor-to-ceiling standard hardware and 
brackets. 


“ia 


with permanent solid walls. Paneling and 


15 Flexible Model Room Plans 
Now Available to Dealers 


© Standardized plans for simulated rooms ready for dealers 
interested in promoting packaged remodeling sales. 


* These plans avoid permanent studding and plates, wiring 
and built-in mechanical services. 


® The room display plans have been tested in new stores of 


leading dealers. 


CHICAGO. 

O HELP DEALERS increase 

home modernization sales, James 

N. Lindenberger Associates, Inc., has 

announced 15 different flexible model 

room designs, each suitable for old or 
new showrooms. 

The Lindenberger plans replace 
permanent carpenter-built rooms and 
give complete display flexibility. 

Two examples of the new model 


40 


room displays are shown on_ these 
pages, as installed in the Oshawa 
(Ont.) Wood Products, Ltd. 
room opened last April. 

The flexible model room concept, 
developed by Lindenberger, who is 
architectural consultant to American 
Lumberman, has been incorporated 
in other showrooms completed this 
year. Edward Hines Lumber Co., 
Chicago, has installed five of the 


show- 


model rooms in the showroom of its 
new St. Charles retail plant now 
nearing completion. In Orlando, Fila., 
Mills & Nebraska features 10 indi- 
vidual rooms using the flexible prin- 
ciple in its new showroom now un- 
der construction. Flexible model 
rooms will also be seen in the new 
showroom of the Woodruff Lumber 
Co., Duluth, Minn. 

“The model room is the key sales 
tool in today’s highly-competitive 
modernization business,” Lindenberg- 
er said. “Model room displays help 
you sell the complete package of 
building materials. In our plans, each 
simulated room design incorporates 
four or five full-size sheets of wall 
paneling and other building products.” 

System described. The flexibility of 
the model room concept depends on 
the use of steel-slotted studs placed 
just over 4’ centers. Full-size sheets 
of prefinished hardwood plywood, 
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perforated metal and hardboards are 
clipped between the supports. 

The system avoids permanent stud- 
ding and plates, wiring and built-in 
mechanical services. Complete changes 
of paneling and decor is accomplished 
in a few minutes time, and materials 
go back to stock undamaged. 

Desks, bunk beds, hi-fi cabinets, 
bookcases, sheives, upper kitchen cab- 
inets, for example, are hung on the 
same brackets supported by the same 
slotted metal studs. 

Dimensions of the simulated rooms 
are 8’x12’ and 8’x8’. The models 
cleverly simulate larger room sizes 
because all four walls are not solid 
and. an open uncluttered feeling is 
achieved. Natural daylight is not 
blocked when the rooms occupy the 
forward window-wall portions of the 
showroom. 

Lindenberger says the flexible tech- 
nique is adaptable to both new and 
old showrooms, regardless of ceiling 
height or floor condition; solid or 
glass surrounding walls or no walls 
at all or in the middle of a large room 
or warehouse. 


Display at Exposition 

A 10’x12’ recreation room and 
a 10’x12’ study-den display based 
on the new flexible designs by 
James N. Lindenberger associates 
are being viewed by dealers this 
month at the NRLDA Exposition 
in San Francisco, in Booth No. 
233, co-sponsored by the design 
firm and the United States Ply- 
wood Corp. 


Unique features. The model play- 
room boasts a hide-a-way ping-pong 
table, built-in bar, sliding glass door 
case for model trains; game and toy 
storage; temporary tile shuffle-board 
floor to be laid over the existing 
showroom floor. 

The boys’ room has double duty 
tables; daytime work tables which 
convert to beds; perfinished durable 
materials which provide storage walls, 
tackboard and pinup shelf space. 

The simulated study-den has a 


hanging, prefab fireplace, cantilevered 
desk, book and magazine shelving, 
couch guest bed and wardrobe. 

Plans available. Plans are avail- 
able for these displays: Family room; 
play and rec room; hobby room; 
family kitchen; TV-den; study-library; 
mud-and-garden room; powder room; 
master bath; utility tuck-a-way kitch- 
en; boys’ room; girls’ room; sewing 
room-laundry; Florida room; music 
room. 

Room sizes are easily adjusted on 
the job following the recommended 
4’ module, Lindenberger said. Some 
material waste results when any other 
module is selected. 

The $15 fee for each room design 
includes hardware and equipment 
catalog numbers and all material 
sources. Orders are mailed pre-paid, 
but must include full payment for 
each design selected. Orders should be 
sent to James N. Lindenberger As- 
sociates, Inc., 116 South Michigan 
Ave., Chicago 3, IIl. 


LIBRARY-DEN DISPLAY at Oshawa Wood Products is in a small 8’x12’ space, but 
has feeling of larger area. Panels may be changed to other materials and finishes 


in a few minutes. 
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SKIL HELPS YOU SELL WITH MAGAZINE ADS IN EVERY ISSUE OF LOOK AND POPULAR MECHANICS... 





Current Skil Ad Campaign 


RUN YOUR SKIL ADS, WINDOWS, DISPLAYS NOW, 


We're helping you sell more Skil tools than ever 
before with the biggest fall-Christmas ad campaign 
in Skil history. Hard-hitting Skil ads are in all 
LOOK issues September 27 to Christmas . . . in 
every Popular Mechanics September through 
November . . . and in local newspapers every week 
for 4 weeks starting November 13. This tremendous 
ad support covers 79% of all families in the United 





States—more than 3 out of every 4 households 
right in your trading area! 


Why not put this terrific sales power. to work 
with your own Skil tie-in program? From now to 
Christmas the pay-off will be biggest if you feature 
Skil Tools in your newspaper ads, windows and 
displays. Check your Skil stock today and get your 
tie-in program rolling! 
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Sele Me a ee ek kek ee eee 


SKIL HELPS YOU SELL WITH NEWSPAPER ADS IN 69 CITIES, ADS EVERY WEEK FOR THE NEXT 4 WEEKS 


Covers 79°, of Families in U.S.A 


MAKE THIS BIGGEST-EVER PROGRAM PAY OFF FOR YOU 


*Source: Audit and Surveys Co. 1959 Study for Look Magazine and Newspaper A.B.C. Statements 





LINE SKIL CORPORATION, Chicago 30, Ill. 
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SIGN OF THE TIMES 





Veteran Dealer Swings To 
House Fabrication 


[he picture above personifies one of the most important trends in building 


materials distribution. 


t: Stephan L. DeWald, president, and C. R. Welch, chairman of 
i 55-year-old Fort Wayne (Ind.) Builders’ Supply Co.; and fi- 
vert Neal MacGiehan, president of the newly-incorporated Royal 


+ 
yt 


Welch is also chairman and DeWald is secretary-treasurer of Royal Homes. 
All components for the Royal packages are fabricated on the premises of Fort 
Wayne Builders’ Supply. Dealers for Royal Homes are being signed up at a 
rate of one per week. 

Here is a prime example of how builders are being served with structural 
component homes from their regular building materials dealers. In this case, 
Royal Homes is the sales organization of prebuilt houses for Fort Wayne 


Builders’ Supply. 
The key to these sales to builders is financing, which is explained in this ar- 
ticle 
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Fort WAYNE, IND. 


REFABRICATION OF HOMES 
is no novelty to residents or build- 
ers in this city of 150,000 people. 

Back in the 1940's, while estab- 
lished lumber and building materials 
dealers were overtaxed to fill the 
orders of the postwar housing surge, 
newcomers such as National Homes 
found a ready market for their pre- 
fabs here. 

This city, in fact, is the seat of 
General Homes, an early successful 
prefabricator. It’s also the home of 
the leading supplier of prefabed 
plumbing walls. 

While new home manufacturers un- 
covered a handy and profitable mar- 
ket here for their packages of building 
materials, such firms as Fort Wayne 
Builders’ Supply kept busy with cus- 
tom builders, industrial trade, the 


home improvement market (including 
application services) and diversified 


lines such as builders’ hardware and 
millwork. 

But as the cream evaporated from 
the postwar housing boom, it became 
evident to Fort Wayne Builders’ Sup- 
ply executives that shop-fabricated 
homes were here to stay. The obvious 
conclusion: There’s no more logical 
component fabricator than the experi- 
enced local building materials dealer. 

As C. R. Welch, chairman of the 
board and Stephan L. DeWald, presi- 
dent of Fort Wayne Builders’ Supply 
were coming to this conclusion, iden- 
tical thoughts were in the mind of Neal 
MacGiehan, then associated with Co- 
lonial Mortgage Co., Inc., of Fort 
Wayne. 

MacGiehan is a pioneer in manu- 
factured homes financing and sales. 
He was formerly with Gunnison, Lus- 
tron and General Homes, all leading 
prefabricators. 

He also served with the Housing & 


Home Finance Agency and is the 
author of several books on FHA and 
construction financing. 

The tie between MacGiehan and 
Fort Wayne Builders’ Supply was a 
natural. The result is Royal Homes, 
Inc., the prefab sales arm of the 55- 
year-old building materials and mill- 
work company. 

Squeeze coming. “It seems to us 
that in the coming competitive market, 
somebody in distribution will probably 
be squeezed out,” said Stephan De- 
Wald. “We don’t want it to be Fort 
Wayne Builders’ Supply.” 

Anticipating the need for more 
dealer control of the new home mar- 
ket, DeWald’s organization has been 
active in land for some years. The 
firm also toyed with the idea of be- 
coming a building company. In 1959, 
a conventional home was built on its 
own land as an experiment. 

Then, a contractor customer asked 

(Continued on page 46) 


MODEL ROYAL HOME made from components fabricated in shop of Fort Wayne Builders’ Supply. Turn page for shop scenes. 
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GLUED NAILED TRUSSES are a part of Fort Wayne Builders’ Supply component fabri- 


cation business. 


HOUSE FABRICATION 


(begins on page 44) 


to have a component house built by 
the dealer. DeWald and his associates 
put together structural wall panels 
under the Homasote Precision-Built 


System. (See June 6th, 1960, A.L. for 
details of the P-B concept.) 

Next, a component house was built 
in the yard shop. DeWald and his 
associates figured that $500 was saved 
in labor costs. “After that, we started 
investigating fabrication equipment,” 
DeWald explained. 

Meanwhile, MacGiehan had ideas 


WALL PANEL JIG for custom prefabrication at Fort Wayne Builders’ Supply under 
Homasote Precision-Built system, with insulation and sheathing pre-installed. R. J. 
Robertson is shown with blueprint, inspecting fabrication. 





and plans to incorporate a prefab sales 
organization. He was searching for a 
manufacturer. Fort Wayne Builders’ 
Supply became his manufacturer. 

Royal Homes, Inc., was incorpo- 
rated early this year as a separate sales 
company for a line of Precision-Built 
homes, selling to builders. The first 
model was produced in the Fort 
Wayne Builders’ Supply plant during 
the summer, erected by a contractor 
customer in August. 

Retail prices for the Royal pack- 
aged homes range from $11,000 to 
$18,900. 

Finance. The greatest value of a 
pre-designed component home to 
builders, in MacGiehan’s opinion, is 
ease of financing. Lenders are familiar 
with the Royal Homes designs and 
the structural components made by 
Fort Wayne Builders’ Supply for these 
homes. 

“The builder arranges for the ma- 
terials package and construction fi- 
nancing through Royal Homes after 
he gets a bonafide mortgage commit- 
ment from a financing institution— 
which our company, in fact, may 
have helped him obtain,” MacGiehan 
explained. 

The materials and _ construction 
loans are processed through a prom- 
issory note. 

Construction financing under the 
plan is figured at 60% of the price 
for the building materials and com- 
ponent package, if this sum does not 
exceed 80% of the permanent loan 
commitment. 

As an example, if a total compo- 
nent and materials package from Fort 
Wayne Builders’ Supply is $5,400, the 











Pre-Hung Door Shop Adds to Dealer's Component Business 


HARDWARE APPLICATION machine per- 
mits operator to attach door and jamb 
hinges, lock and striker plate in less 
than two minutes. 


DOOR MACHINE mortises for door hinge butt and jamb hinge 
butt, then mortises and drills for striker plate, drills for lock 
and mortises and drills for lock piston, all in 80 seconds. It is 


the basic piece of equipment. 


builder could be allocated $3,240 to 
cover construction, erection, lot and 
site work. The total of these sums, 
$8,640, must be less than 80% of the 
mortgage loan commitment made by 
the builder’s financing institution. 

A financing application for the 
builder customer is then sent by Royal 
Homes to the lender, listing these 
sums: 

(A) Delivered package price per 
house order, plus construction money 
(60% of delivered package price). 

(B) 80% of the permanent mort- 
gage commitment. 

The total loan is calculated as the 
lesser of (A) or (B) to the nearest 
$100, plus interest for four months, 
the total of which becomes the “prom- 
issory note and mortgage amount.” 


If the application is approved by 


TURN-A-BORE SINGLE JAMB and stop stitcher automatically aligns jamb and stop 
and feeds the two through synchronized staple gun. Time per jamb and stop assem- 


bly is seven seconds. 


TAB CHOP SAW miters and splines both sides of door trim to 
smooth finish and perfect fit. Fort Wayne Builders’ Supply has 
had a millwork business for many years; added this door 


equipment last summer. 


the lender, he is directed to pay the 
total loan proceeds to Royal Homes, 
Inc., on receipt of a delivery certifi- 
cate. 

Royal Homes is then authorized and 
directed to pay the house package 
price to Fort Wayne Builders’ Supply 
Co., the delivery charges to the con- 
tract carrier and the balance to builder 
from time to time upon presentation 
of receipt and lien waivers which show 
payment for labor, materials and serv- 
ices for construction. 

A 4-month promissory note for con- 
struction and the materials package 
payment is signed by the builder, at 
the same time irrevocably licensing 
Royal Homes and Fort Wayne Build- 
ers’ Supply as his representatives and 
agents to enter upon the real estate 
for completion of construction if nec- 
essary. 
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Custom home plans. All fabrication 
is under the direction of Bob Robert- 
son, a 10-year veteran with the build- 
ing materials firm and head of its mill- 
work shop. Components are sold to 
Royal Homes and are also sold to 
builders. 

In addition to the fabrication of roof 
trusses and panels for walls, ceilings 
and floors, Fort Wayne Builders’ Sup- 
ply installed a complete pre-hung door 
shop. 

Gordon Hickman is custom-build- 
ing manager for the materials dealer. 
He supervises sales and erection of 
custom homes—which will also use 
prebuilt components. 

Les Hultquist, an experienced de- 
signer, is another key man in the 
home planning service by the Fort 
Wayne building materials company. 
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How do PSE building supply 


and equipment dealers get 





a steady flow @ 


reliable leads ) oNEWAY to new 


selling opportunities...in 


their own areas...so they can 


go after the orders that will do 


them the most 
They use daily 


Dodge Reports!! 


If you do business anywhere 


in the 37 Eastern states— 


Dodge 


F.w. DODGE 
SEND FOR 
THIS FREE 


Reports 


FOR TIMED SELLING 
TO THE 
CONSTRUCTION INDUSTRY 


F. W. Dodge Corporation, Construction News Division 

119 West 40th Street, New York 18, N. Y., Dept. AL-110 

Send me the booklet “How Material and Equipment Firms Get sj 
More Business in New Construction” and let me see some typical 
Dodge Reports for my area. I am interested in the general markets 
checked below. . 


C) General Building C) House Construction 
[] Engineering Projects (Heavy Construction) 





Area 





Name 
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New Rofoviny! Plant To 
Produce New Patterns 
LANCASTER, PENNA.—Production of 
rotogravure floor covering is getting 
underway at Armstrong Cork Com- 
pany’s new rotovinyl facilities here. 
The new plant and expansion of the 
company’s Styling Center will permit 
Armstrong to offer patterns and styl- 
ing effects not possible in the past in 
its Vinyl Accolon floor covering line. 


National Gypsum To Open 
Big Plant in Tampa 


BUFFALO, N.Y.-—National Gyp- 
sum Co. announces that construction 
has begun on a big Tampa plant, 
which will supply gypsum wallboard, 
lath, plaster and sheathing to markets 
in Florida. The new plant is being 
built on a 30-acre deepwater site at 
Port Tampa. 


AFP Buys Pine Logging Co. 

SAN FrRancisco—American Forest 
Products Corp. acquired all outstand- 
ing stock of Pine Logging Co. of 
California, Fresno, for $1.4 million. 
Pine Logging will operate its sawmill, 
planing mill, remanufacturing plant, 
dry kilns, storage and shipping facili- 
ties as a wholly-owned subsidiary of 
AFP with founder Robert Grimmett 
remaining as executive office. 


Money for Expansion Available 
to Building Materials Firms 


Cuicaco—Building materials com- 
panies which can use $75,000 to $2 
million—and prove that they can 
utilize it to expand profitably—now 
can get it, says a Chicago finance 
executive. 

Robert B. Scott, president Mer- 
cantile Discount Corp., announced 
that financing with terms up to five 
years are available for growth com- 
panies in this industry. 

“Five-year capital loans involving 
no share of ownership or profits have 
worked out well in the building ma- 
terials field,” he said. 

The conditions which Mercantile 
Discount places upon a long-term, 5- 
year loan are these: 

1. The borrowing company must 
show that it has a competent man- 
agement team and is not dependent 
upon one man. 

2. The borrowing company must 
have a history of profits and show 
evidence of realistic expansion pos- 
sibilities. 

3. The borrowing company must 
show how the new cash will be used 
to expand sales and increasing prof- 
its. 

4. The borrowing company must 
demonstrate an ability to repay the 
loan over the 5-year period. 

Applications should be sent to Mer- 
cantile Discount Corp., 110 South 
Dearborn St., Chicago 3, Ill. 
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LOOK MAGAZINE ANNOUNCES... 
A BRAND-NEW WAY T0 BOOST YOUR SALES! 


RETAIL 
SALES 


POWER 


THE MOST EFFECTIVE...MOST COMPREHENSIVE | 
MERCHANDISING PACKAGE EVER OFFERED are 
BUILDING MATERIALS DEALERS! 
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NOW—INCREASE YOUR PROFITS 
AND MATERIALS —ALL CREATED 
UNDER ONE COORDINATED 


HANDSOME, PROFESSIONALLY-DESIGNED, 2-COLOR CIRCULARS! 


@ Your store name, address and telephone num- 
ber printed on every circular. 


@ You select every item you wish featured in 
your circular! 


@ For the first time—you put your own prices on 
the items featured in national advertise- 


ments! 


@ Your customers receive helpful “Handyman 
Hints” from LOOK Magazine! 


—} 
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WITH BRANDS YOU HAVE SEE? 
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WITH THESE SPECIAL SERVICES 
FOR SELLING EFFECTIVENESS 
MERCHANDISING THEME: 


YOU'LL ALSO RECEIVE THIS 


41-PIECE POINT-OF-SALE PACKAGE 


.. EVERY PIECE IN DAY-GLO! 


© 10 DOUBLE-ACE PENNANTS, _ V W V y V ¥ V ¥ V 


© 1 GIANT SIGN, 34” x 60" |New" STASI @ 4 STREAMERS, 11” x 34” |G Vesavias] | \Sessavinas 
“t 
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© 2 SQUARE SIGNS, 30” x 34” [en 



































@ 20 DISPLAY PRICE ae mx 1” (ogy (oe Cie} (ey (oC 


canoe be eae ca 


e RADIO COMMERCIALS: 60 SECOND, 30 SECOND, 10 SECOND PLUS: 





‘aaa 


@ 2 NEWSPAPER ADS IN MAT FORM: 5 COL. BY 14%”, |4<2) 3 COL. BY 8%” 


[Ss ZA “| 
BE SURE to stop by at LOOK Magazine’s Booth #602 at the BUILDING MATERIALS 
EXPOSITION in San Francisco (Nov. 13 through 16). Ask to see the complete RETAIL 


SALES POWER package. Our representative will be glad to discuss it—in detail—with you! 


A COMPLETE LIBRARY OF ATTRACTIVE, 11” x 15”, 4-PAGE CIRCULARS TO CHOOSE FROM! 
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RETAIL SALES POWER OFFERS YOU MORE FOR YOUR 
MONEY AND, MOST IMPORTANT, SAVES YOU TIME! 


RIE A 
PRICE SCHEDULE 
SPECIAL “RETAIL SALES POWER” 


INTRODUCTORY | crc 


4-PAGE TABLOID 


& 
() FER & Delivered page size 11 x 15 


All prices F.0.B. Bridgeport 


This year-round service is available—for ics oe nike edeter oa a 


a limited time—on a “‘buy it—try it’ one- 10,000 $172.50 
20,000 214.00 


time basis. Tie in now—and receive 5,000 30,000 262.50 
ag 40,000 310.00 
attractive personalized circulars for only 50,000 357.50 
60,000 400.00 
$129.25! That's less than 3¢ acircular... 70,000 442.50 
80,000 485.00 

less than you pay locally! 90,000 527.50 
100,000 570.00 





ee a a oy “Rue 62.00 per tnuutans tor quarter 
folding for mailing, lesired. 





Send this coupon to Dick Opfer, Retail Sales Power Coordinator, 
LOOK Magazine, 488 Madison Avenue, New York 22, New York. 


Please send me a sample circular—and additional information—on RETAIL 
SALES POWER. ! understand that this material is free of cost, and that | am 
under absolutely no obligation. 


Another 
Realistic 
Merchandising 
Service from 


Magazine 


STORE NAME 





ADDRESS 








CITY 


TELEPHONE NUMBER 





PERSONAL SIGNATURE 





52 Circle No. 29 on Handy Cover Card November 7, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





all-out 


It’s easier to gain yardage in mid-field. But inside the 20-yard line — 


that’s where it takes all-out effort, no matter who’s carrying 
the ball. This is teamwork territory. 
We’re old pros when it comes to keeping deliveries of Southwest brand 
lumber on exacting schedules. But when time is short and conditions 
diffcult — our down-field determination to serve, turns the toughest 


block into a mighty satisfying experience for our customers. Try us and see. 


The Quality Pays Off 
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PHIL WAUGAMAN (left), technical representa- 
tive and B. R. Sarchet, manager, Housing & 
Panel Development, Koppers Co., Inc., show 
Dylite beads—the raw material for the new 
structural building panels now in production 
by the Koppers firm and several licensed fab- 


ricators. 





CROSS-SECTION VIEW of various panels showing foam core interior made 
of Dylite expandable polystyrene. The plastic core is used in combination 
with a variety of skins—plywood, gypsum board, hardboard, asbestos ce- 
ment board. The ‘‘U" factor of a typical 3” exterior wall using these cores 
is 0.087; of a 4” roof, 0.062. Thickness of panels varies with the clear 
span limitations. The foam core is a closed-cell type of insulation that will 
not sag or pack, the Koppers people report. 


From beads ....... to stressed-skin panels... 





Plastic-Core Sandwich Panels: 


¢ Is the day of the factory-made modular stressed-skin, sin- 
gle-wall panel now upon us? The Plastics Division of the 
Koppers Company claims that it has already arrived. 


¢ Here is the first complete marketing report on the Dylite 


plastic-core building panel . 


a development of impor- 


tance to every distributor and dealer. 


PITTSBURGH, PENNA. 


OW WOULD YOU like to get 8,- 
000 inquiries from businessmen 
who want to fabricate, distribute or 
use your building products, even be- 
fore you have a national sales force? 
That has been the position enjoyed 
by the plastics division of the Koppers 
Company. Interest in the firm’s Dy- 
lite expandable polystyrene building 
panels have poured in from every- 
where following use of the component 
panels in the 1958 NAHB research 
house in South Bend and again in the 
association’s 1959 research house in 
Lansing, Mich. 
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The inquiries came from tract build- 
ers, custom builders, architects, lum- 
ber dealers, building materials distrib- 
utors and realtors. They also come 
from people without building experi- 
ence but who foresee a dynamic future 
for plastics in home construction. 

“Interested firms in any phase of 
construction, including distribution, 
will get our attention,” says Bernard 
Sarchet, manager of Koppers’ Dylite 
housing program. Sarchet heads up 
the expanding Dylite panel sales staff 
and oversees the panel manufacturing 
plant in Detroit. 

What is it? The Dylite house com- 
ponent is a type of prebuilt stressed- 


skin panel. It consists of a slab of rigid 
Dylite polystyrene foam sandwiched 
between two sheets of plywood, asbes- 
tos-cement board, gypsum board or 
hardboard. 

In panel fabrication, the expandable 
polystyrene is blown into a glued shell. 
Heat is applied and the plastic beads 
then expand and adhere to the skins. 
The result is a light-weight but struc- 
turally rigid building component, with 
high insulating value. Cold lamination 
can also be used to make the foam- 
core panels. 

A 3” Dylite load-bearing wall panel 
with 4” plywood skins will carry an 
ultimate load of 23,000 pounds over 
its 4-ft. width, the Koppers peuple ex- 
plain. The average load at %” lateral 
deflection is 13,500 pounds. 

Dylite is the same material used as 
insulation in refrigerators. When the 
foam is used in wall, roof and floor- 
ing panels of homes, heating costs are 
substantially reduced, the manufac- 
turer claims. 

Properly fabricated, the Dylite-core 
panels are also said to be water-re- 
sistant and shock-resistant. 
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Wallboard surfaces enclose the 2” thick interior panels, 
including load-bearing partitions. The floor panels are 6” 
thick with plywood surfaces (plus finish flooring). All panels 
for the $26,500 house above were shipped in a single truck. 
Exterior plywood surfaces were primed at factory. 


ALL-ELECTRIC HOME located in Hi-Tor Woods, Pleasant Hills, 
Pittsburgh, Penna., which uses foam-core stressed-skin panels 
for exterior walls, interior walls and partitions, roof and top 
floor. Exterior panels are 3” thick, with 2” foam core. Roof 
panels are 5” thick with plywood surfaces. 


.. to a completely modular component house! 





From Research Into Market 


Both exterior and interior walls and 
roof panels are secured on both sides 
by a wood spline. Metal connectors, 
anchored to wood members, join the 
wall and roof panels in the Dylite 
building system. Windows in the pan- 
els have wood surrounds and wood 
headers. 

The 4’-wide sandwiched wall pan- 
els and floor panels can be fabricated 
up to 20’ lengths. Scarfed plywood is 
used for the skins of the longer pan- 
els. 

Research. The Koppers plastics divi- 
sion began experiments for its build- 
ing panels in 1955. The company en- 
gineers worked with universities and 
testing laboratories to perfect the 
foam-core panel concept. 

The Rensselaer Polytechnic Institute 
participated in the original research, 
including load studies. The NAHB 
Research Institute cooperated. One of 
the first builders to show an interest 
in the idea was Andy Place, pre- 
fabricator of South Bend, Ind., who 
erected the 1958 NAHB research 
house. 

Last year, Koppers opened its Dy- 


lite manufacturing plant in Detroit and 
started panel production. 

From Detroit has come wall, roof 
and floor panels for several dozen 
model homes erected this year around 
the country. These initial sales have 
been made direct to builders by Kop- 
pers. 

“We are now out of the research 
and development stage,” manager Sar- 
chet said. “Our Detroit plant is ship- 
ping panels regularly for homes, mo- 
tels and other buildings.” 

Houses using the plastic-core com- 
ponents have been built in Texas, Flor- 
ida, Ohio, Arizona, Illinois and else- 
where. 

Using the Detroit plant as a model, 
several licensed regional fabricators 
are now getting ready for panel pro- 
duction. 

Building codes are a problem for 
the new type of building panels. But, 
in almost all cases, local building com- 
missioners approve the panel concept 
after engineering data is presented, the 
Koppers people say. The manufactur- 
er has a specialist now calling on build- 
ing code officials to lay the ground- 
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work for acceptance. 

The first houses put up for loan ap- 
praisals have also passed this step with 
satisfaction. 

FHA and VA have accepted the 
Dylite panel construction nationally 
for mortgage insurance and Fannie 
Mae will qualify Dylite-panel homes 
for their secondary mortgage opera- 
tions. The Koppers Company will as- 
sist builders in lining up construction 
and mortgage funds. 

Module system. After engineering 
tests were completed, the next and big- 
gest problem was marketing. More 
than one major prefabricator has 
passed technical perfection only to fail 
at merchandising to the far-flung and 
sometimes stubborn home building in- 
dustry. 

Koppers first concentrated on a 
plan to have various skin materials 
producers, most of whom possess es- 
tablished distribution networks, make 
and distribute Dylite panels. 

Several of these producers, in fact, 
were licensed to manufacture the pan- 

(continued on page 56) 


55 








LHELTA CORY EL TEDAT SEES EO aN 


Hai 


CHUTE 


Two Marketing Patterns for Dylite Plastic-Core 
House Packages and Commodity Panel Components: 


Package Concept 


The basic package for a Dylite panel home as developed 
by the Koppers Company. Plastics Division, is as follows: 

Sill plates; factory-molded exterior wall panels; factory- 
molded interior load-bearing walls; factory-molded interior 
non-load-bearing partitions; factory-molded roof panels; 
precut beams and columns; lineal lengths of exterior facia 
(skirt and rake moldings); lineal lengths of roof edgings 
and ridge cap strip; metal connectors and attachments; 
splines for joining all wall and roof panels; nails; plumbing 
wall. 

(Interior wall package includes interior doors, closet 
doors, interior trim and hardware). oe 

Prebuilt floor systems can also be supplied, except finish 
floor. Polyethylene film is furnished for vapor barrier un- 
der sub floor and Dylite perimeter insulation is used in 
crawl space models. 


Commodity Panel Prices 


The following suggested retail price structure (sales to 
builders) has been issued by Koppers Company, Plastics 
Division, for its Dylite stressed-skin, plastic-core panels: 
3”-4’ x 8’ Load-Bearing Wall Panel with %” striated ply- 
wood on the exterior and %4” Gypsum laminated to 4” 
plywood on the interior. 

$25.67 per panel (80¢ per square foot) 
2”-4’ x 8’ Non Load-Bearing Wall Panel with 44” Gypsum 
both sides. 

$10.58 per panel (33¢ per square foot) 
4”-4’ x 20’ Roof Panel with 4” plywood both sides (bot- 
tom side overlaid for painting). 

$71.73 per panel (90¢ per square foot) 
(These prices are only for a guide. They are, of course, 
subject to change and regional variation.) 
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PLASTIC-CORE PANELS 
(begins on page 54) 





els. These companies still retain this li- 
cense. 

But the marketing problem was 
greater than simply offering panels in 
place of pieces. Builders came up with 
this question: How and when can we 
use these panels? 

The obvious need was to tie the 
panels into a coordinated building sys- 
tem. Koppers turned to architectural 


designer Richard Pollman of Detroit, 
a long-time advocate of prefabricated 
modular construction. Pollman created 
a flexible, coordinated module system, 
based on interchangeable 4’-wide pan- 
els. 

Since the panels are modular, they 
can be adapted to any house design. 
But to show the industry how the pan- 
els could be used effectively, Pollman 
designed several study houses. They 
have now become “package house 
plans” ready for actual use by builders. 

Fabricators. Currently, Koppers is 
busy setting up more regional fabrica- 
tors in major marketing areas. Mana- 


INTERIOR of all-electric home in Pittsburgh built from plastic-core sandwich panels. 
The 5”-thick roof panels serve both as ceiling material and roof overhang. Carpet 
can be applied to prebuilt floor panels. Prefinished plywood wall paneling can 
be applied at the panel plant. 
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ger Sarchet said that the prebuilt pan- 
els can be economically shipped by 
truck about 350 miles. 

Until more regional fabricators are 
established, panels can be shipped from 
Detroit by rail (two house panel pack- 
ages to a car) and then trans-shippec! 
by truck to building sites. 

“Our first task, of course, is to li- 
cense plants which are in a position 
to develop immediate sales,” Sarchet 
told American Lumberman & Build- 
ing Products Merchandiser. “That is 
why we have worked initially with 
tract builders. But we foresee the day 
when independent fabricators can sup- 
ply all types and sizes of builders and 
also sell panels through retail deal- 
ers.” The company believes there is a 
good potential for the prefabed plas- 
tic-form components in home im- 
provement. 

Because the panels are 4’ wide, and 
keyed to a modular system, they can 
be sold for any custom-designed home. 
This concept is similar to the Lu-Re- 
Co (Lumber Dealers Research Coun- 
cil) panel system. 

Sarchet foresees two separate dis- 
tributions patterns. One will be direct 
packages keyed to specific house de- 
signs. These packages will be sold by 
fabricators to builders, or through 
building materials dealers to builders. 
The other will be the sale of com- 
modity panels from fabricators 
through building material suppliers to 
builders or consumer markets. Large 
building materials dealers and whole- 
salers could enter the Koppers’ dis- 
tribution plan in both ways. 

Exclusive of manufacturing facili- 
ties, a fabricator needs about a half- 
million dollar investment in wood- 
working equipment and special ma- 
chines, plus operating capital. Such a 
plant could produce panels for about 
1,500 homes a year. Another quarter 
to a million dollars would increase this 


(continued on page 58) 
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your 


PROFITS 


with George C. Brown's Sippercti ae... 
90% Red Heart Cedar Closet Lining! 


Profits soar where you display and sell Brown's 
SUPERCEDAR . . . the only closet lining cut ex- 
clusively from the heart of the cedar log. Available 
in five face widths . . . in 4 and 8 foot colorfully 
packaged bundles . . . Brown's SUPERCEDAR 

is tongue and grooved and end matched. Ideal 
for the do-it-yourselfer . . . your big builder 
customer as well. Stock up on Brown's 
SUPERCEDAR now. 

Write for full information today. 


(et = © ee om George C. Brown & Company, Inc 
Greensboro, North Corolino 


BROWN Es 


COMPANY Please send me your folder on Brown's SUPERCEDAR 
latin icisocieeeticinithgiiaielceagiabenaelhaobieedhs etininilieaan dg apap eiaetn 


bec latencteiinineepeneceeniiionilnnhios 


CLOSET LINING __: SEDC Cee See __ STATE , 
GREENSBORO N a ‘Finer Products From Cedor Since 1886 
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ADHESIVE IS APPLIED (left above) to panel surfaces before production of the Dylite sand- 
wich panel. The skins then go into molder where polystyrene beads are blown into panel 
framework, expanded by heat to form rigid core, molded to the surface skins. At right 
above, a completed panel is cut to size. 





PLASTIC-CORE PANELS 
(begins on page 54) 





to 5,000 packaged homes a year. 

Two key production machines were 
designed exclusively for Koppers. Only 
Dylite licensed fabricators can pur- 
chase this equipment. 

Manufacturing equipment for cold 
lamination of Dylite insulation and 
panels would be less costly than heat- 
treated molding. 

The fabricator buys polystyrene 
beads from Koppers. He purchases all 
other materials for the panels and 
building materials for package homes 
from other suppliers. 

Uses. Single-family dwellings will be 


one of the major end-uses for the 
stressed-skin panels. Other applications 
will be for farm structures, motels, 
schools, apartments and light commer- 
cial structures. 

Most homes built to date using the 
panels are priced in the $13,000 to 
$20,000 range. The company hopes to 
further refine the system so that it can 
be applied to the low-cost market be- 
low $10,000. 

Because of the high insulating value 
of the plastic foam, the panels are ex- 
pected to be a boon to both electrical 
heat and air conditioning for homes. 

Wall and floor panels have been 
used in connection with wood roof 
trusses in some houses built so far. In 
others, one-piece Dylite roof panels 
tie directly to the Dylite wall sections. 

Exterior-type plywood skins are rec- 


ommended for both exterior and in- 
terior to give strength throughout. A 
typical Dylite panel house provides a 
market for about 5,000 square feet of 
plywood. Gypsum board is commonly 
used for interior skins because it pro- 
vides complete joint coverage. 

So far, aluminum hasn’t proved 
satisfactory as a skin material for the 
panels. The metal is affected by heat 
treatment in molding. Research is con- 
tinuing, however, in collaboration 
with aluminum producers. (The alu- 
minum problem is probably due to the 
particular manufacturing mechanics 
for the Dylite panels; Alcoa and other 
aluminum people, using different tech- 
niques, do bond metal to polystyrene. ) 

A prefab exterior brick panel has 
been developed for use with the Dylite 
system. 





VEEN SPORE ELAN LAAT 


Do You Know the Meaning of These Building Materials Terms? 


Did it ever occur to you how odd 
various building materials terms would 
sound to someone outside the indus- 
try? How would you define them if 
you didn’t know their meaning? Some 
crazy meanings emerge. 

Mrs. E. C. Perkins, Kelsey & Free- 
man Lumber Co., Toledo, compiled a 
list of commonly used building terms 
recently to let a new employe “in the 
know.” While doing it, she was struck 
by the idea that it would be fun to 
list the terms giving the definition that 
came to mind assuming she didn’t 
know the meaning. 

Her list provided a lot of chuckles 
around Kelsey & Freeman’s office. 
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When A.L. received the glossary, more 
belly laughs were heard. See if you en- 
joy them too. 


Glossary of Building Terms 
Utility fir—rabbitskin 
Chopper plates—false teeth 
Cant strip—inability to undress 
Top cupboard-—bra 
Exposed both ends—very bare 
Stool—bathroom necessity 
Scantling—skinny kid 
Weatherstrip—Gypsy Rose 
cold night 
Coated nails—what the manicurist looks 
at all day 
Buttress—lady goat 
Resawn—seen again 


Lee on a 


Countersunk—tired sales clerk 

False front—falsies 

Wood—was willing 

Shingle cutter—barber 

Loose-pin butts—exotic dancers 
Underlayment—mattress 
Kant-sag—girdle or woman encased in 
one 

Combination door—entrance to safe 
Redwood—tumber from Soviet forests 
Square——anyone over 35 

Glass bead—phony diamond 

Dowel—a dame that’s stacked 
Astragal—girl from outer space 
Ten-penny—what you have the day be- 
fore payday 

Double-hung—Mae West 

Hip-type—fat woman 

Wooden—she said no 
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Sales pick up when you sell fix-up... 


with SHBETROCK ‘ideas... 


WALLBOARD 


When a home owner decides to remodel, or redecorate 
interior walls and ceilings, he offers you an opportunity 
to make a profitable package sale. Building additions, 
enclosing areas to make new rooms—home 


improvements such as these are easier to sell with clean, 


low-cost construction systems using SHEETROCK 
Gypsum Wallboard, made only by United States 
Gypsum ...and U.S.G. remodeling ideas! A host of 
U.S.G. literature and sales promotion aids is ready 

to help you make those bigger sales. Included is a new, 
24-page home improvement idea book: “SHEETROCK 
... Look What It Can Do For You.” See your 

U.S.G. representative, or write Dept. AL-06, 

300 W. Adams St., Chicago 6, Illinois. 


¥ 





capture increasing buyer 
interest with Long-Bell 
oak flooring 


... the “mark of elegance” that boosts 
tn tnd eee haw — 





Micro-Groove 


Long-Bell Oak Flooring. . . 
assures faster laying. . . 


For t8Best Flooring Money Can w Write— tap-in-fit . .. saves 
_ Wire—Phone : floor layers hours per home 


Every strip of kiln-dried Long-Bell Oak Flooring: 
\. is milled to hoirline tolerances: The edges an 

ends are machined to form a splinter-free sur- 

fate that fits like a glove. See 


Because hadbisiniors prefer the 
warmth and genuine charm of Long-Bell 
Flooring, it has become a la =: 
dential construction. 
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oY MPHON 


AS MODERN AS TOMORROW, CONCERTO CAPTURES 
THE CLEAN LINES OF CONTEMPORARY ARCHITECTURE 


TOMORROW'S STYLE 
FOR TODAY'S BUYER 


Customers are constantly looking for some- 
thing new and different to add distinction to 
their homes. Simpson Symphonic Doors bring 
you the chance to profit from this quest for 
the unique and exciting. 

Symphonic Doors offer the “custom look” of 
superb styling, yet actually cost little more 
than ordinary mass-produced doors. Created 
to maintain harmony of design throughout a 
home or office, they keep their distinctive 
“family resemblance,” even when painted to 
match individual room decor. Door sales will 
soar when you offer customers the newest 


thing, Symphonic Doors, by Simpson. 


RELY ON 


FOR QUALITY BUILDING PRODUCTS 








Symphonic Doors are available in 
all standard sizes and may be given 
a variety of paneling treatments 
(both interior and exterior types). 
For complete information, con- 
tact your building materials sup- 
plier, or mail coupon on page four 
of this insert. 


A SUBTLE BLENDING OF TRADITIONAL AND MODERN, 
THE SONATA !S TRULY ‘AT HOME" IN ALL SURROUNDINGS 























LIFECLAD 


PREFINISHED 
PLYWOOD & DOORS 


PROVIDE 
MORE PROFITS... 


Quick sales and a higher markup are assured 


when you offer customers the dual benefits of @ 
Lifeclad’s beauty and lasting service. No com- | 


parable product looks as good, nor can it take 
the rugged wear of active family life as well 


as Lifeclad. You can demonstrate how easily | 
stains, smears and sticky fingerprints wash #aa9 
away. You can be assured that Lifeclad’s Wm 
tough, vinyl plastic surface will withstand | 


thousands of similar washings. It truly stays 
beautiful. The gravure grained finishes will 
not fade or discolor, even in direct sunlight, 
nor will they chip or delaminate. Lifeclad is 
available in five handsome woodgrain finishes 
and three clear overlays on natural wood. All 
finishes are offered on 4” plywood paneling, 
%” cabinet stock (finished one or both sides) 
and on all standard flush doors (including the 
famous Seven- Eleven ceiling height door). 
LIFECLAD FINISHES ARE: 

Vermont Cherry 

Oriental Pecan 

Temple Walnut 

Sable Walnut 

Arabian Sandalwood 

Mountain Larch 

Cascade Hemlock 

Casual California Redwood 
For full information, contact your building 
materials supplier, or mail coupon on page 
four of this insert. 


Member Douglas Fir Plywood Association 


RELY ON 


FOR QUALITY BUILDING PRODUCTS 


LIFECLAD MOUNTAIN LARCH 





ECOAT 


REDWOOD PRODUCTS 


SAVE YOUR CUSTOMERS’ 
TIME AND MONEY 


When property manager, William Egan, was 
selecting material to build a new hilltop house 
in Mill Valley, California, he chose Lifecoat 
Driftwood Gray stain prime siding. Being 
experienced, he quickly recognized Lifecoat’s 
advantages. “Driftwood Gray was just the 
color we wanted,” he said, “and the water- 
repellent back coating clinched our choice. 
Not having to backprime on the job was a big 
help in saving time. Also, we have had both 
rain and dust problems. The protection Life- 
coat Redwood offers has let us delay final 
finishing until conditions are just right. The 
siding has been up for over three months and 
it still looks just as good as when it was ap- 
plied.” The Egans were enthusiastic about 
other Simpson Lifecoat features, too. “The 
packaging was a great help in keeping the 
siding factory fresh,” they said, “and the ex- 
cellent selection of redwood, itself, more than 
made up for the slight up-charge. All in all, 
we saved time, money and trouble with 
Lifecoat and got the results we wanted.” 
Take a tip from the Egans and contact your 
nearest Simpson Redwood distributor for a 
supply of Simpson Lifecoat Redwood Prod- 
ucts, or mail coupon on page four of this 
insert for full information. 


*T. M. Reg. U.S. Pat. Off 


RELY ON 


FOR QUALITY BUILDING PRODUCTS 





ONE GLANCE TELLS YOU... 
REDWOOD IS EASY T0 SELL 


Put your customers into this picture. Let them 
see for themselves how California Redwood 
Paneling provides an air of quiet luxury that 
makes life just a little bit better...a home so 
much more livable. Show them the rich 
warmth and texture that no man-made sub- 
stitute can quite duplicate. 

§ Surprisingly, you will find that a great num- 
ber of people are not aware this wonderful 
wood is available, and that many others think 
it is too expensive for their budgets. Show 
them the great variety of patterns and grades 
produced by Simpson for every conceivable 
use. Demonstrate how relatively little the 
beauty and durability of redwood cost. The 
product will do the rest. 

To help you tell the redwood story, Simpson 
sponsors a broad national advertising pro- 
gram and has a complete range of literature 

j and sales tools available for your use. 

For full information, see your nearest Simp- 
son Redwood distributor, or mail the coupon 
below. 


RELY ON 


FOR QUALITY BUILDING PRODUCTS 


SIMPSON, 2076D, WASHINGTON BLDG., SEATTLE 1, WASH. 


Please send me FREE information on the following products as checked: 


(] LIFECOATe (] REDWOOD [) LIFECLAD [] SYMPHONIC DOORS 
NAME. ae COMPANY. 
ADDRESS____ : ‘ Ge. (somites POS) |: |S wce 


Clipped from___— _____Magazine 


Litho in U.S.A. on substance 100 Simpson Seaplane Coated Offset (C2S) SC-06/2736D 





FOR OPEN WALL SHELVES N 


K-V Shelf 
ISERashiiech ws 


FOR BUILT-IN SHELVES No. 255 Standard (24” to easily installed, 


144” lengths) 4%” Adjustment. No. 256 Support (%”" 
jong, %«” wide.) Nickel, zinc or bronze finish, 


easily adjusted! 


For low cost, decorative effects or storage facilities wherever 
they’re needed. Easily installed, easily adjusted. Lasts. the life- 
time of the home. Always keeps shelves straight, strong and sag- 
free. Ask for complete catalog. 


KNAPE & VOGT 
MANUFACTURING CO. 
Grand Rapids, Michigan 


Manufacturers of drawer slides, sliding and foldisg door hardware, closet and kitchen fixtures and Handy Hooks for perforated board 
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es, You Can Prefab Any 


(IF YOU GET AWAY FROM 
PANEL THINKING) 


ouse Plan 


¢ You don't have to produce cracker-box houses, nor do 
you need a battery of draftsmen to draw endless con- 
version blueprints for fabrication of custom-designed 
homes, says this prefab consultant who has helped pro- 
duce 30,000 factory-made houses. 


¢ In this article he tells what's wrong with prebuilding 
today and gives the principles of his component con- 
cept which brings maximum flexibility in fabrication 


and assembly. 


© In his system, you adapt components to any house de- 
sign in the shop instead of on the drafting board. 


By MERLE PIERCE 

UCH HAS BEEN WRITTEN 

on the subject of prefabrication. 
Most of the discussion has come from 
realtors, owners of fabrication plants 
and architects. Very little has come 
from plant managers or production 
men, such as myself. This is one of 
the things that’s wrong with prefabri- 
cation. 

We've heard much about modular 
coordination. Most of the talk about 
it comes from architects and engineers. 
But architects often fail to design on a 
module. Many manufacturers of win- 
dows, kitchen cabinets, etc., took on 
the idea of building on module and 
have developed standards that are 
paying off today. The inability of the 
professional designer to stay on mod- 
ule hinders the prefabrication of 
homes. 

All veteran manufacturers have 
pretty much gone through the same 
evolution of 4’ panels, 8’ panels, 12’ 
panels, openings to the right and left, 
then centered. Systems were dis- 
torted to fit a plan or a plan was dis- 
torted to fit a system. 

Two-foot panels, 16” panels, 32” 
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panels have been common. These 
early attempts made every effort to 
keep the top and sole plates of panels 
on module. To me, these were _a small 
part of the structure and the same ef- 
fort of planning might have had bet- 
ter results in thinking about getting 
studs on module. It’s surprising how 
many of these “pat panel thinkers” 
still exist. 

The panel thinkers can do very 
well with plans designed for a par- 
ticular set of panels. But when the 
buyer insists on something different, 
the pat panelers have no scruples— 
they move the openings of the other 
fellow’s plan to keep the top and sole 
plates on module. This is another 
thing wrong with prefabrication today. 

In the attempt to get production, 
fabricators try to restrict output to 
certain models and have not done 
much above the top plate. Again, to 
sustain production, breakouts are 
avoided and complex roofs are 
shunned. The result is often cracker- 
box design. This need not be. 

Too many prefab plants are filled 
with “production lines.” Instead, they 








should have “assembly” lines—where 
components are assembled. There’s a 
big difference. Fabricators might get 
lower costs if they produced less and 
assembled more. The lack of thorough 
component concept is still another 
thing wrong with prefabrication today. 

In so many prefab plants, the ef- 
ficiency flow of production models is 
discarded if tails must be added to 
rafters, or an opening is moved or a 
partition affects the repositioning of 
backing. 

The solution to such problems in the 
production-line plant calls for extra 
jigs, a stop here and a gadget there 
or the building of a component right 
on the floor. All this takes time, and 
money is lost. 

In my experience, the more com- 
plex the jigs became to solve custom 
problems, the cutting lists became a 
burden and the grand total of panels 
was unbelievable. 

These are the reasons sO many pre- 
fabers limit their models. But I be- 
lieve that homebuyers want custom 
design—and I know that any shop 


created on a 100% component con- 
cept can fabricate any house plan. 
This includes splits, compound break- 
outs and breezeways and all the varia- 
tions of hipped roofs. I have devel- 
oped what I call the Craftbuilt Sys- 
tem, which is based on component 
principles. 

The simplest structure entails the 
same problems as the most complex 
structure. The same can be said for 
the roof. Working to a module in 
fabrication and a method of handling 
drip-off can resolve the problems of 
both simple and complex structures 
without costly interruptions. 

The theory of module is good—but 
there’s always the drip-off to contend 
with. This is the dimension over the 
highest multiple of the module. These 
problems can be solved by principles 
outlined below. 

As these principles are used, the 
stops, markers, paraphernalia and 
gadgets are discarded. Jigs become 
simpler—and finally become simply 
“tools.” You use these “tools” (jigs 
and layout tables) to convert any house 


MERLE PIERCE in fabrication plant he engineered for B & C Construction Co., Carlisle, 
lowa. Pierce has more recently set up a prefab operation for a leading midwest lum- 
ber and building materials dealer, using the principles he describes in this article. 
The dealer's plant will be fully described in a forthcoming issue of this magazine. 
Pierce is a former school teacher turned home production specialist. He worked for 
leading home manufacturers before becoming a prefab consultant. 





plan in the plant. You don’t need to 
redraw. 

The jigs orientate the module, so 
you can work directly from conven- 
tional plans. 

Basic Principles 

Any house can be prebuilt in the 
shop with properly-designed jig and 
layout tables, using the following prin- 
ciples: 

1. WALLS. The problem in every 
wall section has been how to handle 
the drip-off or slop-over. When you 
construct a jig to handle the drip-off, 
the only responsibility of the jig is to 
cradle the wall and suggest these 16” 
intervals. The intervals are identified 
by marks on the jig table. The marks 
are stationary and common to all 
walls and are basic. 

A jig to do this job is capable of 
processing walls of complex structures 
as well as simple structures. 

With panels of a length that is a 
multiple of 16” we think in terms of 
wall components. These components 
can be easily made in any shop—or 
they might be made in the future by 
materials manufacturers or millwork 
houses and asembled in the dealer’s 
fabrication shop. 

The wall component of the future 
might well be stressed-skin sandwich 
panels which can be incorporated into 

(Continued on page 71) 





HOW TO MAKE A ROLL OF FENCE 
BOOM 


The 
only 
fence 
line 
that 

i sells 

| on sight 
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How? By painting the top wire of each roll a bright, bright red. Keystone has 
been doing this for years with one thought in mind—to let everyone know the 
best fence on sight. That’s just what this special trademark does. It booms out 
RED BRAND for all to hear and see. 

You get faster turnover because your customers know all about Red Brand. 
They’ve read about this easy-to-handle fence in farm publications; they’ve heard 
about it over farm radio and television . . . and they’ve used it for years. Farmers 
know Red Brand lasts longer because it’s made of the finest copper-bearing wire, 
especially Galvannealed® to resist rust. 

There’s no question about Red Brand’s popularity. It’s the number one choice 
in the top six corn-producing states. Red Brand barbed wire with the Galvannealed 
red barbs and Red Top® steel fence posts have equal wide-spread acceptance. 

Why sell less when you can sell more of the best? It will pay to stock up on 


Red Brand products today. 





KEYSTONE STEEL & WIRE COMPANY °¢ PEORIA 7, ILLINOIS 
Red Brand Fence @ Red Brand Barbed Wire @ Red Top Steel Posts @ Naiis e 
Baler Wire @ Non-Climbable Fence e@ Keyline® Poultry Netting @ Gates 
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Awning Window 


One easy motion of unique 
BILT-WELL lever operator opens 
and closes sash. Positive locking, 
trouble-free operation, minimum 


interior projection. 


™“ 
~ 


~ 
~ 
~ 
~ - 
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Bilt-Well Awning Windows 
.»- with removable sash and lever operators 


Full opening for easy cleaning and Check these other outstanding BILT-WELL Features: 
maximum ventilation. Sash is com- 
pletely removable to facilitate instal- 1. Same basic window can be used as awning, hopper, casement 
lation and maintenance. Unit also ised walk 
available with rigid bar, jointed bar, p45 ne cx ered 
gear operator or locking handles. 2. Brass or nylon bearings at all moving joints. 
The BILT-WELL Line of Building Woodwork— 3. Hinge is fully concealed ki it i f 
WINDOW UNITS, Double-hung, Awning, ge is fully concealed making unit prowler-proof. 
Casement, Basement. CABINETS, Kitchen, : : ‘ 
Maltiploise, Werdole Strasc, Vaoary. 4. Easily removed wood bead (patented) for simple reglazing. 
Lavatory. DOORS, Exterior, Interior, 5. New gold-tone finish on operators. 
Screen and Combination, oe 

6. Surpasses F.H.A. minimum property requirements, 


Manufactured by BILT @ WELL 
CARADCO, inc. : 
Theres more to sell with Boone wonn CY Caradco 


Dubuque, Iowa 
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Specify the 
BILT-WELL 


Line by 
CARABLO 


ame ne ae re 
erur WELL 


rT er 


Super 
double-hung windows 
Super-hold 


with ingenious sash-holding 
device for budget homes. 


e 
Super-lift 
with fingertip operation for 

medium priced homes. 


Super-therm 


with double insulating gloss 
for custom built homes. 








Casement Windows 


Sleek, trim, double-weather- 
= is toned casements with con- 
wv) ceqled hinges and hardware. 

Unitized sill permits side-by- 

™ side installation in long rib- 





Awning Windows 


New releasable hinge per- 
mits removal of sash for easy 
\3 cleaning. Lever, jointed bor, 
fF rigid bar or geor operator 
available. Use these windows 
as casements, awning, hop- 
per or fixed sash. 


Kitchen Cabinets 


Wy // Beautiful, streamlined cabi- 

se nets of Ponderosa Pine, all 

woter repellent treated for 

dimensional stability, with 

8 pine or birch doors and 

ey, drawer fronts, Cabinets come 

in 3” modules to fit any size 

kitchen. Wide choice of ac- 
cessories. 


Seerene Walls 
a Economical and practical 
A arrangements of door and 
H ak =f drawer units form complete 
b- —- storage walls, Eosy to install 
fel 


in out-of-the-way corners for 
additional storage, too. 





BILT-WELL Products 
by CARADCO, inc, 
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any house design. When this happens, 
the dealer-fabricator will then be es- 
sentially an assembler of prebuilt com- 
ponents. 

2. HAUNCH ADJUSTMENT. The 
problem on roof construction has been 
to use the components of lesser spans 
in the same structure that has longer 
spans. There’s a break when you go 
from 2”x4” rafters. To do this you 
have narrow soffits in the same struc- 
ture as wide soffits. You could length- 
en the rafters and widen the cornice 
assemblies of the lesser spans to make 
this adjustment. This raises the num- 
ber of members in the cutting list. 
Also, you would not conform to com- 
ponent building. 

The answer is to adjust the haunch 
of the trusses of the longer spans. 
(The haunch is the thickness of the 
truss at the end of the ceiling joist.) 
The drip-off is absorbed in the haunch. 

3. BREAKOUTS. The problem in 
fabricating breakouts has been the 
handling of the drip-off. If the break- 
outs are limited to those of 88”, 
12’8”, etc., (modules of 4’) and with 
this you had a basic point to work 
from, these pesky components could 
be put in stock and would be common. 
This is adhering to the theory of com- 
ponent building. 

You must consider the pieces of 
decking on the breakout; in my think- 
ing, the pieces of decking are con- 
sidered components. 

Keep the trusses on module and 
put the drip-off back to the point 
of the ridge of the breakout. The 
trusses have been called Ell spans. 
They are made on a common truss 
and put in stock. 


4. HIP SECTION. These are made 
on a common truss and the tail trusses 
are made on a tail truss jig. Again, 
these become standard components 
and put in stock. 

5. OVERHANG ROOFS. These 
panels usually offer many problems. 
To solve them, start the outriggers at 
the ridge and work down as far as 
the rafter will permit. The principle 
is the same as used in the wall jig and 
the drip-off is at the bottom of the 
unit. All the upper positions of the 
outriggers are the same in the panels 
where they are common. The positions 
are shown by marks on a simple 
table. 

6. DECKING. Start the 4’ sheets 
at the ridge of all structures. These 
sheets become components. They*can 
be cut and put in stock for both ga- 
bled and hipped roofs. 

You can put the above principles 
to work, under a,400% flexible com- 
ponent concept, with five working shop 
“tools” or “devices”’—a wall jig, a 
gable jig, an overhang or utility jig, 
a truss jig and a layout table from 
80’ to 150’ long. 

These jigs and layout tables should 
be properly marked so that you can 
incorporate any and all components 
into your module fabrication of any 
house plan—without re-drafting the 
conventional plan. 

The problem with wall panels of 
some arbitrary size is that they limit 
your house designs—or, just as bad, 
will entail costly conversion drawings 
if you want to panelize a conventional 
custom house design. They also pro- 
hibit use of other components, such 
as windows, which may not be sized 
to fit the arbitrary measurement of 
the panel system. 

My concept is to go all the way 
on the component concept, working to 


(Continued on page 72) 


4-BEDROOM COMPONENT HOUSE which was fabricated at B & C Construction Co. 
plant set up by Merle Pierce, author of the accompanying article. 
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The Simpson Timber Company has been buying Friden Calculators since 1944. 
Today, the company owns more than 70 of them. What’s so special about the 
Friden? Lots of things, but Simpson mentions: 

— ease of operation 

— amazing durability 

— speed and accuracy 
We would add only this: the Friden is fully automatic. It thinks its way through, 


remembers factors, leads the operator.* (And what the machine does auto- 
matically, the operator can’t do wrong.) 

For a no-obligation demonstration of “The Thinking Machine of American 
Business,” call your Friden Man. Or write: Friden, Inc., San Leandro, California. 


*THIS IS PRACTIMATION: Automation at the source, automation so hand- 
in-hand with practicality there can be no other word for it. 


© 1960, FRIDEN. INC 


SALES, SERVICE AND INSTRUCTION W 
THROUGHOUT THE U.S. AND WORLD 


72 Circle No. 39 on Handy Cover Card 








YOU CAN PREFAB 
(begins on page 66) 





a module and providing for drip-off 
in fabrication. 

This concept will accommodate 
new materials and panels as they come 
into the market, such as plastic-core 
and other stressed-skin units. This is 
important for the building materials 
dealer or jobber who will carry on 
his regular materials business as well 
as assemble components for prebuilt 
homes. The system also lends itself 
to automation, with inexpensive tools. 

The principles digested above are 
now being incorporated in a prefab 
assembly plant for a leading Mid- 
west lumber dealer. This shop will be 
described in a future issue of this 
magazine. 

(Editor's Note: Mr. Pierce is now 
consulting with dealers and whole- 
salers on prefabrication, using his 
Craftbuilt system. He can be reached 
through the Editors, American Lum- 
berman, 59 E. Monroe St., Chicago 3, 
Ill.) 


Fenestra To Drop 
Steel Window line 

Detroit—Fenestra, Inc. announced 
it will close and sell its steel win- 
dow plant here by year’s end because 
“they are unprofitable and the market 
for them is declining.” 

At headquarters next door to the 
plant, president E. A. Miller said. “We 
expect this move to put our building 
product operations on a_ profitable 
basis next year.” 

He added that “this action will free 
several million dollars of capital for ex- 
pansion in the building product field” 
as well as diversification into other 
businesses. The firm plans to retain 
headquarters in Detroit, but is uncer- 
tain whether it will be in the present 
building. 


Skil Has West Coast Outlet 


Cuicaco—Skil Corp. has complet- 
ed construction on a 14,000-square 
foot power tool warehouse at San 
Leandro, Calif. to distribute in the 
six-state area west of the Rockies. 
Joseph L. Small, warehouse man- 
ager, said shipping time to distributors 
and wholesalers will be cut from a 
week to a day in the area. 


U. S$. Standard on Laminated 
Hardwood Flooring Issued 
WASHINGTON—Quality criteria for 
laminated hardwood block flooring 
is covered by a recommended com- 
mercial standard on _ tongued-and- 
grooved 9” x 9” x 15/32” thick hard- 
wood plywood blocks in two grades 
with finished or unfinished facing. Da- 
ta is available without charge from 
Commodity Standards Div., Com- 
merce Dept., Washington 25. Its gen- 
eral acceptance by members of the 
building industry is being determined 
so it may be recognized and put to use. 
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Your Kemp-trained pattern maker converts the 
blueprint —for a luxurious home or a four-room 


it’s the ingenious canine pan 
new method by which an entire house Oil 
—all exterior and interior walls 
—can be manufactured 
ds a unit on a 175-foot table, 


grooves in a 175’ table, clearly marking the 
proper material position. 


right in your own 


lumber yard! 


SEE THE KEMP SYSTEM IN ACTION 
NATIONAL RETAIL LUMBER : mt Next, framing members 

; i are placed on the table and 
> aterthilele : [ lo ; = nailed together. On- 
the-table construction as- 

sures perfect dimensional 


DEALERS’ 7TH ANNUAL BUILDING MATERIALS 


accuracy! 


For brochure giving more complete details write: " 
‘ . When finished, the unit is 


Kemp System divided into sections for 


2915 8th Avenue 
Chattanooga 7, Tennessee 


transportation to the job 
site, where the structure 
can be quickly and accu- 





rately reassembled. 


U. S. Patent No. 2,754,862 
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Truss-Making On The Move 


THREE-MAN CREW nails truss, using simple jig table. Under 
nailed plate system, fabrication requires only a jig table, a 


radial saw, hammers and steel tape. Any type of truss can be 
fabricated. 


1 


LUMBER LAND, INC. truss shop crewman 
saws 2x4 for bottom chord. 


c 





TRUSS COST BREAKDOWN 
3-12 Piteh 
Lumber Nails @ 
Cost V4 per Ib. 


$.28 
28 
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TRUSS COST BREAKDOWN FORM developed by International 
Truss Plate Corp. and used by their franchised fabricators, in- 
cluding Lumber Land, Inc., described in the accompanying 


article. Dealer inserts his own lumber cost, labor cost and 
markup on these sheets. 
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Truss Shop Setup for $1,100 


@ 5-man crew using nailing plates turns out 45 house loads 


of trusses a month. Each load sells for $544. 


@ The trusses help to sell other wood products. 


Fort LAUDERDALE, FLA. 


SING a nailed plate system, Lum- 

ber Land. Inc., is now producing 
more than 45 full houseloads of roof 
trusses, based on an investment of 
$1,100 for the fabrication shop. 

Orders per house range from $190 
to $1,950, with sales to both custom 
and tract builders. This means about 
$25,000 in roof truss business, using 
five men in the shop. 

Investment in the yard shop was as 
follows: 

¢ $750 for a used radial power saw. 

* Two jig tables totaling $300. 

* Other equipment, including ham- 
mers and steel tape, $50. 

One $1,950 job paid for the origi- 
nal equipment. 

James W. White, general manager, 
had set up a truss-making plant for 
another dealer before putting Lumber 
Land, Inc., into the business. 

He firmly believes in the nailed 


STRAPPED UNITS are forklifted from truss-making shop to 


delivery truck at Lumber Land, Inc. 


plate instead of more automated sys- 
tems. The nailed plate is less expensive 
because you need only simple jigs, 
White said. 

“Another advantage of the nailed 
plate is that it provides complete flexi- 
bility,” he added. “We can make any 
type of roof truss. The manufacturer 
of the nailed plate provides engineered 
drawings and pricing forms to the 
dealer for every type of design.” 

Until August of this year, Lumber 
Land had only one jig for truss fab- 
rication. But business grew rapidly and 
White decided to add a second table. 

By selling trusses already fabricated, 
White claims that from $150 to $500 
per house can be saved. 

Other sales. Lumber Land, Inc., re- 
ceived a dividend when the manage- 
ment decided to get into roof truss 
business. The specialty service has 
helped to make the yard a one-stop 
center for contractors. The truss de- 
partment has paid off in individual 
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sales of other lumber and millwork 
items. 

In other words, truss-making has 
brought “DSC” (Dealer Sales Control), 
in addition to fabrication profits. 





Truss Prices 
(Using nailed plates) 


Retail truss prices vary from 
dealer to dealer. But for compari- 
son purposes, here is an average 
fabricated price breakdown for a 
20’ span, 3-12 pitch, 2/12 top 
chord length and 2/10 bottom 
chord: 

* Lumber (39 bd. ft): $4.45. 

* Plates: $1.70. 

¢ Nails @.14 per lb.: 28¢. 

¢ Labor cost @$2 per hour: 

$1.75. 

¢ Total truss cost: $8.18. 

(The lumber above is computed 
at $114 per M.) 











sh 3 


TRUSS LOAD delivered at job site by Lumber Land dump truck. 
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OF TV'S MOST 
ACTION-PACKED 
SHOWS #2 


@ Right in your neighborhood hundreds and hun- 
dreds of prospective paint buyers see, hear, and are 
pre-sold by Pittsburgh’s convincing proof-of-quality 
commercials on these two great TV shows. 


* * e LARAMIE and MICHAEL SHAYNE draw a tremen- 
dous number of extra customers into Pittsburgh 


. : Paint dealers’ stores every week . . . increasing sales 
P ittsh ll roh Pain ts of other items as well as Pittsburgh WALLHIDE wall 
paint and Sun-Proor, America’s finest house paint. 


PITTSBURGH PAINTS 


PAINTS * GLASS * CHEMICALS © BRUSHES © PLASTICS * FIBER GLASS 
ri TT @eewe Rk GH PLATS GLAS S$ Ce Rew en 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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LAHAM 


* 


TUESDAY 


Robert Fuller as Jess Harper and John Smith as Slim Sherman 


© A proved hit with a huge following! A Tuesday night favorite 
with nearly 25 million viewers—probably you among ’em! 
LARAMIE is an all-family show that really sells paint. 


MICHAEL 
SHAYNE 


FRIDAY 


Richard Denning, as Michael Shayne, and Patricia Donahue as his secretary-girl friend 


© A great new full-hour show of suspense and mystery—based on 
the feats of one of America’s top book-and-movie detective heroes. 
Reaches millions of additional prospective paint buyers weekly. 


Qa ae ee ee ee ee ee ee a a oe ee 
R) 


] Pittsburgh Plate Glass Company 
Paint Division, Dept. AL-110, Pittsburgh 22, Pa. 


If you want to put 
these - Hit Shows I am interested in having Pittsburgh’s comprehensive 


advertising and promotion program help increase paint 
to work for You... sles in my sore 
SEND THIS COUPON TODAY! oe ga : | 5 


Ee | 3 SPN 
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Truss-Making on the Move 








DEALER SALES CONTROL 
( Page 5) 








MANAGER ED DEVLIN, of Devlin Lumber & Supply Corp., in front of 
typical dolly-load of trusses which will be strapped and rolled to 
a waiting fork-lift truck for placement on dump delivery truck. 


Trusses Spark 20% Overall Sales Increase 


Maryland firm uses component manufacturing as lever to pull 
in new business in a tight market. Truss-and-gable sales now 
average $35,000 monthly. Machine makes 280 units daily. 


BETHESDA, Mb. 

T TAKES A LOT of intelligence, 

skill, drive and hard work to build 
a retail building materials business 
from scratch and top $6 million in 
volume in only 12 years. However, 
A. L. Devlin, president, and John 
England, vice-president, Devlin Lum- 
ber & Supply Corp., have done just 
that. 

Now, at the suggestion of Edward 
Devlin, Andy’s younger brother, this 
metropolitan Washington firm has 
branched out into truss fabrication 
and is growing even more. 

Once again, from scratch to more 
than $35,000 a month in truss sales 
is quite a jump! With the aid of the 
firm’s new plant, just built, Ed Devlin 
expects truss-and gable sales to be 
boosted to about $50,000 a month. 

“Building generally is down in the 
Washington area,” explains Ed. “We 
aren’t selling as much building ma- 
terials this year as last. But our over- 
all volume has increased 20% because 
of our truss business. Truss-making 
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has been a boon to the company. 
Now we're ready to add wall panel 
fabrication too.” 

Change systems. When Devlin Lum- 
ber first went into truss-making two 
years ago, a lumberyard was _pur- 
chased in Rockville, Md. The first 
fabrication method proved to be too 
slow and at times the nailing dam- 
aged the trusses. Devlin decided to go 
after mass production and searched 
for an automatic system. 

“We finally settled on the Penhurst 
machine. It ‘squeezes’ metal to wood 
and doesn’t damage the truss,” Ed 
Devlin said. 

Automation. As shown in the pic- 
tures with this article, the truss-making 
machine combines steel I-beams with 
hydraulic cylinders powered by a low- 
horsepower motor splined to a pump. 
It provides automatic fabrication of 
wooden rafter trusses adjusted for 
widths from 16’ to 40’ and pitches 
from 1% in 12 to 6% in 12, using 
either 2x4’s or 2x6’s. 

Connector plates are positioned top 


and bottom on wood chords. A con- 
trol button is pushed and all joints 
are compressed together. As the truss 
on the machine is squeezed, a simul- 
taneous action splices two 2x4’s on a 
separate unit behind the main ma- 
chine. Usually 2x6’s are used as top 
chords. 

Success. After adopting the new 
system last March, Devlin Lumber be- 
gan turning out an average of 180 
trusses a day under plant manager 
Larry Boido. 

The four-man crew is headed by 
George Moore. Operating a shift-and- 
a-half day, so many trusses were made 
in the first six months that the opera- 
tion outgrew its plant. The new plant, 
which was to be occupied as this issue 
went to press, is already paid for by 
the six-months’ profits. Eventually, 
the entire Devlin yard and plant will 
occupy the same site on Rockville Pike. 

“In our new plant, units are flipped 
from the machine to the gable-making 
table instead of being carried. If re- 

(Continued on page 80) 
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SPLICING machine at Devlin Lumber com- 
bined two 14’ 2x4's as first step in fab- 
rication. 


ee ceed 


SPLICED 2x4’s are placed on machine as bottom chord. Pushing button on central 
control panel starts chord forward to meet top angle chords and plates. 


CHORDS are moved to gable-making POWER-SAWMAN has finished cutting 

table and fitted to 4-in-12 pitch jig. vertical members which are nailed by 
crew at 24” centers between chords to 
complete gable. 


TRUSSES AND GABLES for a single house 
installation are strapped for shipment. 


TRUSS LOAD IS CHAINED upside down ~ 
to truckbed for delivery to job site. 
LUMBER 6 SUPPLY 
CORP. 


perwespa, ME 











TRUSSES SPARK INCREASE 
(begins on page 78) 





quired, the plant can turn out 280 
trusses a day on one shift,” Devlin 
said. 

The company already has enough 
orders to carry the truss-making op- 
eration through the winter, even if no 
new orders come in. 

The firm doesn’t promote sales; 


DUMPED AT JOB 
SITE, Devlin Lum- 
ber trusses and 
gables are 32’ 
long with 30” 
overhang. 


contractors hear about the trusses and 
most buy. Each truss now sells for 
$13.50 and gables for $14.50. Effi- 
ciency in the new plant should reduce 
a oe price about 75¢ each. The aver- 
age house sale hae about $3,300. 

Added sales. Devlin Lumber also 
buys trusses made by Kern Distribut- 
ing Co., Inc. and sells them to pre- 
ps Bo and wholesalers. Now the firm 
is starting to buy Kemp system panel 
walls made by Kern. (See A.L., Oc- 
tober 10th issue for details of the 
Kemp system.) 


FHA To Check Moisture 
Content of Home Lumber 


WaAsHINGTON—In a move to make 
sure that grade marking of lum- 
ber indicates compliance with its re- 
quirements limiting moisture content 
to 19%, or 15% for boards wider 
than 8”, the Federal Housing Admin- 
istration has ordered inspectors to 
check at least every other house with 
a moisture meter. 

“Lumber of certain species may be 
— marked when green and de- 

vered unseasoned,” the agency said, 
“which might result in its installation 
before it has dried to or below the 
permissible maximum moisture con- 
tent.” 

In a letter to field office directors, 
FHA stated that where it is suspected 
that green or partially seasoned lum- 
ber is being delivered to the area, “the 
moisture content of at least every other 
house should be checked during the 
Second Compliance Inspection with a 
moisture meter.” Every house should 
be checked if a high moisture content 
proves prevalent, it was added. 





Ply-Gems Distributor 
Jamaica, N.Y.—Industrial Plywood 
Co. announces the appointment of 
Walter E. Selck & Co. of Chicago 
as midwest distributor of its Ply-Gems 
_ _ prefinished hardwood wall- 
ar 
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Gentlemen: 


Name 


THE CARBORUNDUM COMPANY 
P.O. Box 447, Dept. A, Niagara Falls, N.Y. — 









| would like a copy of “Abrasive Products 
for the Construction Trades” 





Company. 





Address. 





City. 





Zone 





State 
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“Our Walional Accounting System 


THIS NATIONAL SYSTEM paid for 
itself in less than sixteen months! 


NATIONAL ADDING AND AC- 
COUNTING MACHINES eliminate 
losses due to mental computations. 





FRANK VAN IDERSTYNE, 
TREASURER of John W. 
Rouse Consiruction Corp. 


saves us ‘0,200 a year... 


returns 78% annually on investment!” 


—John W. Rouse Construction Corp., Gouverneur, N.Y. 


“Efficient record keeping is very im- 
portant in our highly-competitive 
business. It must be thorough, accu- 
rate, and up-to-date. For this reason, 
we installed a modern National Ac- 
counting System and the installation 
has proved most effective. 

“For example, our National Sys- 
tem is more flexible—handles a 
greater variety of accounting jobs. 
We use it for Accounts Payable, Job 
Cost, Labor Distribution, Payroll, 
Federal and State Reports, includ- 
ing W-2 Forms. In all cases, our 


National System is faster and more 
accurate than our previous method. 
We can now keep a much closer 
check on costs and inventories. 
*“Most important of all, our 
National Accounting System saves 
us $5,250 each year, which means 
it returns 78% annually on invest- 


ment!” 
ee 


Treasurer of 
John W. Rouse Construction Corp. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your business, too, can benefit from the 
many time- and money-saving features 
of a National System. Nationals pay 
for themselves quickly through savings, 
then continue to return you a regular 
yearly profit. National's world-wide 
service organization will protect this 
profit. Ask us about the National Main- 
tenance Plan. (See the yellow og 


pages in your phone book. i 


“TRADE MARK REG. U, S&S, 





ELECTRONIC DATA 
anes enn: 
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BARRETT RIGI WA L' sheathing.) 


f 


No corner bracing required! shingles applied directly! handles easily...scores, 
snaps cleanly! Boost your sheathing sales to builders with Barrett RIGIDWALL. 
Buildings go up faster, application costs go down with this /2” high-density, nail- 
able wood-fiber sheathing board. Exceeds FHA standards for application with- 
out corner bracing on 24” or 16” stud spacing. Meets FHA requirements for 


{Trade Mark Allied Chemica! Corporation Offices in: Birmingham, Boston, Charlotte, Chicago, Cleveland, Houston, New York, Philadelphia, St. Paul. 
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direct application of siding. No furring s g, 


scoring, and snapping saves builders’ time on every start...gives less waste. 
Asphalt-impregnated for top weather protection during application. Insulates 
effectively...blocks wind penetration. No building papers needed. Made by 
Barrett's exclusive CHEM-FI process to preserve original strength of wood fibers. 


llied 
hemical 


r 


BARRETT DIVISION 


40 Rector Street, New York 6, N.Y. 
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NAILING DOWN floor runners in prede- 
termined locations is first step. 





= 


1x2” WOOD STRIPS are nailed im- ONE-MAN OPERATION continues as ADJUSTABLE SPLINE is inserted into 
mediately over floor runners to hold component panel is slipped with top side groove with 8 exposure. Faced 
component panels in position for perma- groove fitting over ceiling runner, then with woodgrain finish like panels, 
nent attachment. up to sides and bottom runner. spline was cut from 2’x8’ piece. 


Hardboard Interior Partitions Save 





PANELS are assembled and joined on a 
jig table where carpenter uses pneumatic 
stapler to fasten a rail and stile. 


a“ 


PERIMETER FRAMING OF THE PANEL is then put through glue spreader, then strips 
of insulation board that form the panel core are glued to the back of one of the 
panel facings. 
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WALL SEGMENT is completed with addi COMPLETED PARTITION is a decorated, woodgrain wall. Non-load-bearing interior 
tion of cut-to-size panel slipped into walls totaling 100 lineal feet were erected in experimental Masonite Corp.-Lu-Re-Co 
position on ceiling runner, floor runner house. Only 2” thick, the partitions saved 21 square feet of floor space for other 
and spline. purposes. 


$1.30 per Lineal Foot in Test 


CHAMPAIGN, ILL. 
HE EXPERIMENTAL non-load- 
bearing interior partition system 
tested in a Lu-Re-Co house here has 
cheered its sponsors. Masonite Corp. 
and Lumber Dealers Research Council 
found it successful because 100 lineal 
feet of hollow-core woodgrained hard- 
board walls and 19% lineal feet of 
floor-to-ceiling hollow-core doors went 

into the job. 
This was a space savings with 2” 
thick skinned walls of 21 square feet, 
or about 2.2% of the overall 960- 
square foot area. Most interior walls 
vn are 4%” thick. The house was sold 

peserenoncnersmameai and is now occupied. 
recs a C. A. Thompson, president, Thomp- 
ce son Lumber Co. and Lumber Dealers 
Research Council, was so pleased with 
the field test, that he plans to use the 
woodgrained component panels in an- 
other Lu-Re-Co home. He says the 
carpenters who worked on the house 
can now offer more builder savings 
because they are familiar with the 
system. 

Advantages. A number of time-sav- 
ing features are included in the new 
wall system. All ceilings are installed 
eee Seem ' : at one time. All interior walls go in at 
PANEL ALIGNMENT IS CHECKED IN PRESS before turning on the pressure. This is the same time. Doors can be shimmed 
Masonite’s manufacturing process of hardboard interior partitions that saved $1.30 and hung in one operation. Cracks due 
per lineal foot in Lu-Re-Co test. (Continued on page 86) 
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HARDBOARD PARTITIONS 
(begins on page 84) 





to settling are eliminated. Wall faces 
require only a coat of clear varnish, 
shellac, lacquer or wax. Many time 
consuming and costly processes are 
eliminated. 

Fabricated at Masonite’s new re- 
search and development laboratory, 
St. Charles, Ill., the component panels 
and doors are ready for installation on 
delivery. These were the aims of the 
partition experiment: Lower cost than 
conventional construction; decorative 


finish; reduced on-site labor time; one- 
man installation; and concealed wir- 
ing. 

Thompson estimates a savings of 
$1.30 per lineal foot compared with 
conventional building. 

How it works. Drywall ceiling is 
put in first. Since the floor plan shows 
location and number of panels, the 
only other preliminaries are nailing 
1” x 2” ceiling runners and 2” x %4” 
floor runners into designated locations 
and sawing adjustable splines with a 
power saw. 

Each 2’ x 8’ x 2” wall panel con- 
sists of a 1” x 2” perimeter fram- 
ing, strips of insulation board running 
lengthwise at 4” intervals and skins of 





Cztchkeon 'K-80 LUMBERLIFT 


Tailor-Made for Lumber Dealers 


% 8000 pounds capacity 


%& Fork Spread—up to 72 inches 


%& 12 feet of Lift Standard—other Lift Heights available 


The Erickson FK-80 is the Work- 
horse that lumber dealers have 
long waited for—a lift truck with 
all the proven Erickson rugged- 
ness, plus many features espe- 
cially suited for lumber yard 
work. 

Rugged, maneuverable and safe. 
There’s power to spare with an 
Erickson FK-80. New high horse- 
power engine, easily accessible 
with tip-up hood. Twelve inch 
clutch, Timken combination axle 
drive and transmission. Four large 
7.50 x 15 drive tires assure maxi- 
mum traction. Two large 7.50 x 15 
steer tires and long wheel base 


assure easy rolling and high flota- 
tion. Standard power steering 
makes the FK-80 easy to maneu- 
ver in the softest ground condi- 
tions. Twin lift cylinders give the 
operator excellent dead-center 
vision and assure safe handling of 
4 ton capacity loads. 

All Fork Lift Truck attach- 
ments and accessories are avail- 
able on FK-80 including Side- 
shifter, Slope-Piler, Swing Shift, 
LP Gas Carburetion, Diesel 
Power, Hydraulic or Mechanical 
Scoops, Overhead Guard, Fork 
Extensions, Snow Plow, Head 
Lights and Tail Lights. 


ERICKSON POWER LIFT TRUCKS, INC. 


267 St. Anthony Blvd. N.£&. » Minneapolis, Minnesota 
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4%” Royalcote grained hardboard with 
walnut finish. The skins form a trough 
at top so one man can slot the panel 
into the ceiling runner, then onto the 
floor runner where it stands until 
nailed. A similar overhang at both 
sides leaves room for the spline. 

Splines are furnished in component 
2’ x 8’ panels consisting of the two 
skins matching panels and a polysty- 
rene core. The core is _precision- 
measured to slip into the slotted sides 
of adjoining panels for tight joint. 

In most cases, 1” or less is left 
showing between panels, with %4” 
penetrating panel slots on each side. 
However, the spline may be sawn to 
the width required to complete a wall. 
If necessary, panels may be cut to 
create a symmetrical wall. 

An anchoring nail is driven through 
a wood lip into the floor runner from 
‘the open panel edge. Small-head nails 
driven through the panel position it 
against the ceiling runner. Concealed 
wiring is achieved by boring a hole in 
the panel top and another in the ceil- 
ing runner immediately above, before 
the panel is swung in place. Working 
from the attic, the electrician drops a 
wire to a panel slot at the desired loca- 
tion. 

Final step in construction is nailing 
the base and cove moldings and finish- 
ing them in the same woodgrain finish 
as walls and doors. Conventional 
plumbing wall serves the bathroom. 
Exterior load-bearing walls are of 
Lu-Re-Co construction, faced with 
drywall painted in light tones. The 
multi-color finish was sprayed on in 
one operation over ceilings, walls, 
woodwork and windows with glass 
protected by easily-peeled brush-on 
plastic film. 





TILE, TILE EVERYWHERE—Reception 
room of the administration building of 
the new Kentile, Inc. resilient tile floor- 
ing manufacturing plant at Torrance, 
«Calif. is an example of how all floors 
and walls are decorated with rubber, 
vinyl asbestos, solid vinyl and asphalt 
tile. The 250,000-square foot plant 





serves western customer's needs. 
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NEW MARLITE DECORATOR PANELS 
priced to increase your sales 


Created for volume sales, these three new Marlite patterns are designed 

to add a modern decorator touch to both residential and non-residential 

od interiors. The six new marble patterns (priced to sell at 30% less than 

patience sian ents 5 AE the former Marlite marble panels) are adaptable to any architectural 

me 5 treatment. And Marlite’s four new golden Fleece and Lace patterns with 

their fleecy cloud effect and lacy gold veining will give any interior a fresh 

contemporary look. All these new panels are available in 4’ x 8' sizes, 2" 

thick. For the complete story, see your Marlite representative, wholesaler, 

Ko write Marlite Division of Masonite Corporation, Dept. 1141, Dover, O. 
MARLITE FLEECE PATTERN 


ihe Marlite 


plastic-finished paneling 


“e: MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
MARLITE DELUXE MARBLE PATTERN 5 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con 


sult them on your next requirements. 





* Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Homer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 








Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ook, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Oak and Maple Strips and Laminated Biock and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 


Manufacturers, Inc. 


always specify 
APPALACHIAN HARDWOODS 
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MERCHANDISING EFFORTS of Cicero Smith Lumber Co. are 
concentrated on the kitchen. This one in the firm's Horizon 
Home features all built-in appliances. 


FLOYD GOAD, vice-president in charge of Cicero Smith's Lub- 
bock, Tex. outlet, and Mrs. Thelma Nordyke, the firm's in- 
terior decorator, look over plans for a new development. 
She concentrates efforts on kitchen planning. 


Built-in Dishwashers Help Sell Homes 


Lubbock, Tex. dealer-builder sells a dishwasher in every 
packaged kitchen in the new home market. He finds it gets 


the homemaker on his side. 


LussBock, TEX. 

DDED to the growing trend to 

built-in kitchen appliances sold 

by enterprising building materials deal- 

ers is the automatic dishwasher, ac- 

cording to Cicero Smith Lumber Co. 

More than 150 KitchenAid units were 

sold last year by Cicero-Smith. About 

95% of them went into the new home 
market. 

Good sales aid. Vice-president 
Floyd Goad, in charge of the local 
Cicero Smith outlet, maintains that 
built-in undercounter dishwashers give 
you something extra to talk about. 
“Because most homemakers have 
never owned an automatic dishwasher 
before, you have a story to tell—how 
the unit works, how much time and 
energy it saves the homemaker, how 
easy it is to operate and how it con- 
tributes to better family health,” he 
said. 

Kitchen merchandising. Cicero 
Smith, based in Ft. Worth, has long 
aggressively merchandised packaged 
kitchens. Interior decorator Mrs. Thel- 
ma Nordyke concentrates her efforts 
on kitchen planning. She subscribes to 


the theory that the kitchen is the heart 
of the home. 

“Prospective home buyers look first 
and longest at the kitchen,” explains 
Goad. “That’s why kitchen planning is 
so important to us. More often than 
not, the kitchen sells the house.” 

Houses in Beverly Heights are built 
to Parents magazine’s Lu-Re-Co ex- 
pandable home specification No. 12. 
The kitchen combines beauty with 
efficiency. There is a lot of wood 
cabinet and countertop space along 
three walls. 

Built-ins. Automatic dishwasher, 
waste disposer, oven and range are all 
built-in. Counters are covered with 
white sequin laminated plastic with 
matching wall tile. Homes are priced 
at $16,500. 

Advertising. Cicero Smith developed 
a comprehensive promotion program 
to sell its Lubbock development. Full- 
page color ads were inserted in local 
newspapers and radio-TV was satur- 
ated with spot announcements. A 
series of open houses, tied-in with na- 
tional advertising, attracted more than 
10,000 people in eight days. 
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ASK YOUR DEALER 
FOR A DEMONSTRATION 


$1495 complete vei removable serrated jaws 


At your tool suppliers, or write VERSA-VISE, Dept. 531 TT ‘OHIO 
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Put AUTOMATION in your truss shop... 
me 280 Roof Trusses a Day! 


LUMBER DEALERS have proved that the 
PENHURST machine produces trusses at low- 
est cost per truss. We will be happy to provide 
case histories from successful dealers doing 
big truss volume through automation. 











Under the PENHURST method, you make 
machined trusses in one single operation. You 
can adjust to desired pitch quickly, adjust 
from 16’ to 40’ spans. No hand nailing re- 
quired. No damage to lumber. All joints com- 
pressed simultaneously. 


BUY OR LEASE — Outright purchase on 
terms, or lease plan available for lumber and 
building materials dealers or wholesalers. 


ACT TODAY—CALL WH. 3-6400 OR WRITE: 


PENHURST MACHINE CO. 


e e ee 1339 East 289th St. 
Automatic Truss Division Wiens, one 
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1—ANGLE IRON set on fork lift guides 
lift into position beneath gypsum wall- 
board. Angle is extended to the rear as 
far as possible. 


2—ANOTHER ANGLE IRON on truck, 
ready for gypsum load to be set in 
place, has same overhang as one on lift. 


3—-LOAD DEPOSITED, then centered on 
truck. The fork is then removed so nei- 
ther angle iron is disturbed. 


Photos courtesy National Gypsum Co. 


New Gypsum Board Delivery System 


BALLSTON Spa, N. Y. 

SING ANGLE IRONS for 

smooth sailing, owner Bob Cur- 

tis, Curtis Lumber Co., has devised a 

method whereby one man can deliver 

a load of gypsum wallboard to the job 
site in less than 10 minutes. 

During more than a year of prac- 
tice, Curtis claims there has been no 
breakage in outdoor deliveries—the 
method isn’t practical for indoor use. 
In addition to reducing handling costs, 
Curtis says more customers are satis- 


4—MOVED TO REAR under both angles, 
the lift then raises them so chain may 
be set under the load and snugly tight- 
ened. Then load is lowered for delivery. 


5—LOAD IS DUMPED gently at job site,-> 


with angles digging into the earth to 
cushion shock. Then short 2x4’s are 
placed under each end of the load, 
leaving space for chain removal. Hard- 
wood piece under chain prevents dam- 
age to the gypsum. Truck then pulls 
away and angle irons removed with 
ease if short timbers have been properly 
set. 


fied with speedier deliveries. 

A ¥%” thick angle iron 15’ long is 
laid perpendicularly across the blades 
of a fork lift truck. The 100-piece unit 
of %” gypsum board is moved 10” 
off-center to permit the blades to slide 
under until the back is set firmly 
against the angle iron. 

The gypsum board unit is then 
moved to a flatbed truck where an 
equal-sized angle iron is waiting. A 4’ 
length of 2x6 hardwood is placed 


across the top center of the unit to 
protect it. A length of chain is drawn 
to encircle it and tightened by a turn- 
buckle. 

After the unit is delivered to job 
site, short pieces of wood are laid 
where the load will fall. As the driver 
tilts the dumpbed, driving forward to 
reduce the strain, the load slides off. 
The angle irons dig in and offer firm 
support. The load is let down easily 
and the chain removed. 





Hertz Truck Lease Service is the modern 
good-business way to operate trucks. It im- 
mediately releases capital for new equipment, 
expansion, inventory —and, at the same time 
—puts your truck operation on a new, 
trouble-free level of efficiency. 


Hertz will give you cash for your present 
trucks. You get new GMC, Chevrolet, or 
other sturdy trucks of your choice —all bear- 
ing your company identification —all custom- 
engineered to your specifications. Or your 
present trucks can be reconditioned and 
leased back to you. Either way, you’re out of 
the truck business. And you’re back in your 


GET OUT OF THE TRUCK BUSINESS... 
AND BACK INTO THE LUMBER BUSINESS! 


own business with new, ready-to-work capital. 
Just one budgetable check per week includes 
all these Hertz services: complete truck main- 
tenance, garaging, washing, licensing, insur- 
ance, and emergency road service. Hertz will 
also provide replacement trucks when needed 
—and extra trucks for peak periods. 

Call your local Hertz Truck Lease office for 
complete details. Or write for the booklet — 

“How To Get Out Of The 

Truck Business’’ —to: 

Hertz Truck LEASE, HER TZ 
660 Madison Ave., N.Y. Biig-ie, alas 
21,N.Y., Dept. T-117. & 


Hertz Customer — Banner Lumber Co., Inc., M 


NO INVESTMENT...NO UPKEEP 


LEASE HERTZ TRUCKS 


HERTZ ALSO RENTS TRUCKS BY 
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ease if short timbers have been properly 
set. 


BUILDING PRODUCTS 








PERIMETER INSULATION 
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Put chemically engineered 
Dow Building Products to work 
for you—selling each other! 


Cash in on the Dow package of quality 
materials—bring in more customers! 


By selling the line of Dow Building Products, you 
enjoy many profitable advantages. First, you have 
more drawing cards that will bring in new customers. 
And most important, you profit because the quality 
performance and reputation of one product helps you 
sell other Dow building materials — helps you move 
other merchandise as well. 


This package of Dow Building Products is composed 
of top quality materials—each chemically engineered 
to combine many desirable features. Both professional 
builders and home handymen find these features ad- 
vantageous because they simplify jobs . . . help get 
work done faster . . . and assure a superior standard 
of performance. Here are five big opportunities—and 
products that help clinch extra sales . .. 


PERMANENT VAPOR BARRIER with Polyfilm® — Dow’s 
high-quality polyethylene film, Polyfilm is a jack-of- 
all-trades material for a wide range of uses . . . from 
temporary enclosures to permanent moisture barriers. 
Polyfilm is packaged in an attractive, specially de- 
signed box for easy dispensing and storage. A new kit 
helps dealers take full advantage of the many sales 
opportunities. It offers specially prepared newspaper 
advertisements, an end-use wall chart, a film selector 
folder, a display rack, ad reprints, descriptive folders. 
Ask your Dow Building Products jobber to show you 
this kit . . . order ample quantities of each item... 
and put them to work making profits for you. 


FLOTATION with Styrofoam® — This chemically engi- 
neered material of many talents provides permanent, 
maintenance-free flotation for diving rafts, docks and 
other floating structures. Available in rough planks 


See “The Dow Hour of Great Mysteries’ on TV 


THE DOW CHEMICAL COMPANY -« 


pot ee 


Plastics Sales Dept. 1628E11-7 


(10” x 20” x 9’), Styrofoam* can be installed easily 
and economically—remains unaffected by punctures 
. .. will not corrode . . . will not become waterlogged! 
In fact, it frequently lasts longer than the wood struc- 
ture it supports! Ask your jobber to show you the profit- 
making potential of this market. 


COMBINATION INSULATION-PLASTERBASE with Styro- 
foam—As an insulation board, lightweight Styrofoam 
bonds directly to masonry with portland cement mor- 
tar—no studs required. And the Styrofoam provides 
an excellent base for wet plaster or wallboard—without 
lathing. Styrofoam simplifies “finishing” a basement, 
for example—and helps keep it warm and dry. 


CAVITY-WALL INSULATION with Styrofoam — Highly 
resistant to the passage of both water and water vapor, 
Styrofoam has permanently high insulating efficiency. 
For all types of cavity-wall applications, it can be 
bonded to masonry surfaces with portland cement 
mortar or held in place with wall ties. Styrofoam 
assures the comfort of a warm, dry structure—provides 
trouble-free performance indefinitely. 


PERIMETER INSULATION with Scorbord® (patent 
applied for) — Made with a pre-scored “snap-off” 
feature to minimize cutting and fitting, Scorbord can 
be installed in large sections. This rigid insulation 
board is recommended for insulating foundation per- 
imeters and concrete slab floors. Scorbord is produced 
in various “R” values to meet new F.H.A.-M.P.S. 


For more information about this Dow package—the 
various chemically-enginereed building products and 
their many uses—return the coupon below. 


*Dow’s registered trademark for its expanded polystyrene. 


MIDLAND, MICHIGAN 





The Dow Chemical Company 


Midland, Michigan COMPANY 





Cc Please send me complete infor- 
ADDRESS 





mation about the Dow package of 
building products. 
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CYCLOPEDIA 
OF 
BUILDING 


AMPRICAN LUMREL MAN 


Cyclopedia — TERMS 


Resides conteining the lemons Cretepedio of Building 
Terms thes boot brings you efter reivebie feeteres os 
fetews 


Heese Cross Section with Strecteret Ports ond 


 Stendard Details to Meee Freming 
Standard Lember Abbrerietions 

Glossary of Millwork Term: ond Abbrerietens 
1 Abbreviations Urey by Oretemes 


1 Typicet Specitcetons fer « Howse 
ft Gtonsery of Lege! Terms 


the FUNDAMENTALS of LIGHT CONSTRUCTION 
and BUILDING MATERIALS for LUMBER DEALERS 





Compiled by American Lumber- 
man 75¢. Useful to newcomers 
in the industry and experienced 
personnel alike. A handy refer- 
ence to: over 1,000 building 
terms, charts and tables; funda- 
mentals of light construction; 
legal terms connected with the 
building field. 


Single copies 75¢ 
Remittance must accompany order 


QUANTITY PRICES ON REQUEST 


AMERICAN LUMBERMAN 
Chicago 3, Hlinois 
59 East Monroe Street 


Send me. __.copies of **Cyclopedia of 
Building Terms."' Money to cover is enclosed. 


Name_ 
Company 
Street___ 


I Seana eee 




















OPEN FRONT 30’x230’ pole-type shed is shown at top, 30’x230’ six-pole building 
in center and 120’x152’ two-bay and 180’x200’ three-bay block buildings at bottom. 
These new warehouses are located at Soult Wholesale Co., Clearfield, Penna. 


Storage Buildings for Every Purpose 


CLEARFIELD, PENNA. 


N JUST ONE SHORT YEAR 
since fire destroyed its former fa- 

cilities, Soult Wholesale Co. has com- 
pleted erection of new office and 
warehouses to serve building materials 
dealers in western Pennsylvania. Busi- 
ness was maintained in the meantime. 

Located on a 10-acre site here, 
Soult’s new five-acre plant has two 
concrete block warehouses and six 
pole-type storage buildings. All floors 
are blacktopped for use of six fork 
lifts. 

“We believe our new distribution 
center is one of the largest and most 
modern in the area,” states L. E. Soult, 
Sr., president. “We have erected stor- 
age buildings for every purpose and 
can warehouse enough materials to 
fulfill any need of the 400 dealers we 
serve.” 


Pole-type buildings. Each of the 
six pole-type warehouses for lumber 
and roofing materials storage is 30’ 
x 230’. They are open, but eventual- 
ly each will have sliding doors on all 
sides. 

Concrete structures. The 60’ x 150’ 
wood-trussed concrete block ware- 
house has one section for builders’ 
hardware, another section for doors 
and windows. Windows are fabricated 
in an attached building. 

In the 60’ x 200’ three-bay con- 
crete block structure, one section ac- 
commodates 6,000 doors. Ceiling tile, 
wallboard and aluminum siding are 
stored in the middle bay and plywood 
in the third. A small shipping office is 
attached. 

“Our office building was con- 
structed like a residence to conform 
with the area,” comments Frank Cam- 
bria, sales manager. 
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Here’s how to 


=. MAKE 
MONEY 


NOVEMBER 
DECEMBER 


+>; 


a di 


40” HIGH 
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For five consecutive years, profit-wise 


dealers have used this tested plan 


Sell Easi-Bild* Patterns with which colorful BIG 
Christmas displays and gifts are made. Each pat- 
tern includes the full bill of materials and paints 
needed—and you sell them all. Every home, civic 
group, church, club and retail establishment is a 
prospect for one or more of these figures and 
displays. 


The full-size pattern is simply traced onto %” 
weather-proof Homasote, cut out with a key-hole 
saw and finished according to a foolproof, com- 
pletely specified, painting scheme. The method is 
quick and easy—the results are truly professional. 


There are also patterns for two motion displays 
(Santa Waves and Gailoping Reindeer)—each 4’ 
high and 6’ wide. With these you also sell motors 
and linkage kits. 
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Seli 5’ x 8’ Homasote as train boards. For Christ- 
mas tree platforms—simply cut Homasote to size 
desired. (No patterns required). These are always 
in demand. 


Get your patterns in and on display now! Exten- 
sive advertising is appearing—throughout October, 
November and December—in Popular Mechanics, 
Family Handyman, House & Garden, House 
Beautiful and Maclean’s Magazine. 


Write or wire us for full details. Please address 
Department L-11. 


*T.M. Reg. Easi-Bild Pattern Company 


HO NMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
Homasote of Canada, Ltd. « 224 Merton Street ¢ Toronto 7, Ontario 
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Specifications and Market Data on Products You Can Sell 


new PRODUCTS 


onssli 


A New Building Board Is Lightweight and Insulative 


A brand-new building board shown in installation in 
photograph above combines the advantages of reflective 
insulation and exterior sheathing. The material, named 
St. Regis Insulative Board, is available in standard sheets 
of 4’ x 8’ to span 16” stud spacing on house construction. 
It is made of resin-impregnated wood fiberboard faced 
on both sides with perforated aluminum foil. : 

The easy-to-handle 4’ x 8’ sheets are unusually light- 
weight and weigh about 6% pounds per sheet. Sheets of 
the board may be lapped, eliminating the need for cutting. 


The material permits decor and window openings to be 
cut easily with,a knife after the material has been applied 
(see photo, upper right). 

Market data. The American Sisalkraft Co., sub. of St. 
Regis Paper Co., is handling the sales and distribution of 
the new insulative board. It meets FHA Minimum Prop- 
erty Standards. For further details about the low-cost, 
lightweight building board and insulating material, write 
to The American Sisalkraft Co., Dept. AL, Attleboro, 
Mass. 


Circle No. 201 on Handy Cover Card 


Three new perforated decorative hardboards offer 
exciting interior treatment in a home or in a dealer’s 
store at low cost. Two of the patterns shown in photo- 
graph above are Shadobox (left) and Starpoint (right). 
Shadobox is an intricate interweaving of overlapping 
squares, while Starpoint is a crisscross pattern of four- 
pointed stars. The third pattern, called Random, mixes 
large and small perforations. 

Market data. The decorative hardboards retail at 
374%4¢ to 3912¢ per square foot. They are available 
from 70 building materials distributors. Minimum 
dollar investment for a dealer ranges from $50 to 
$100. Literature is available. Write to Edward Hines 
Lumber Co., Dept. AL, 200 S. Michigan Ave., Chi- 
cago 4, Ill. 
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Factory-Primed Panels for Exteriors 


Prime-coated Weytex hardboards save time and labor at the job site. 
As soon as they are in place they are ready for top finish coats of paint. 


/ 


The panels are produced in 4’ x 6’, 7’, 8’, 9’, 10’, 12’ and 16’ sizes and in 
%” smooth or striated and 5/16” U-groove and striated. They are ideal 
for use as panel siding, gable ends, soffits and fencing. 

Market data. Suggested retail price of Prime-Coat Weytex ranges from 
$230 to $340 per M square feet. The panels are available from 130 build- 
ing materials distributors. Prefab manufacturers may buy them direct 
from maker. They are offered in wrapped bundles or banded pallets. Dealer 
sales aids include samples and literature. Weyerhaeuser Company, Silvatek 


Div., Dept. AL, Tacoma Bldg., Tacoma 1, Wash. 
Circle No. 203 on Handy Cover Card 





(For more new products, see page 98) 
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HERE'S ANOTHER TIME-SAVER AND 
CUSTOMER-HELPER 


SCREW COMPANY 


STATESVILLE > MORTH CAROLINA 


: 
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Here's news for dealers all over the country who are using 
Southern Screw Company's Wood Screw Actual Size Chart 
to help customers select the right size and type wood screws 
without pulling stock from shelf. 

Southern's done it again! Now you can get a companion 
chart showing the actual sizes, head styles, materials and 
finishes of Southern's USA-made machine screws and tap- 
ping screws which are available in Southern Screw's hand- 
some packages. 


Contact your Southern distributor today about this helpful, 
time-saving, selling aid... ACTUAL SIZE CHART for 
MACHINE SCREWS and TAPPING SCREWS (reproduced 
above half-size). Available free, only through distributors of 
Southern Screws. 


Sold Through Leading Wholesale Distributors. Ware- 
houses: New York « Chicago « Dallas + Los Angeles. 


Wood Screws « Stove Bolts » Machine Screws & Nuts « Tapping Screws + Carriage Bolts » Wood Drive Screws 
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NEW PRODUCTS 
(begins on page 96) 





Luxury Sheet iidiine Offered 


Palatial Viny] Corlon, a new luxury 
sheet flooring, provides the traditional 
beauty of marble with omni-directional 
veins of clear and translucent vinyl 
which run throughout a textured field of 
finely ground vinyl particles. 

Available in eight colorings, Palatial 
is offered in sheet goods 6’ wide in 
.070” gauge. Since it is made with Hydro- 
cord, a moisture resistant backing ma- 
terial, the vinyl sheet flooring can be 
installed in basements and other below- 
grade areas as well as on and above- 
grade floors, maker announces. 

Market data. Palatial is designed to 
retail for about $1.10 a square foot 
installed. It is available from 169 whole- 
salers. It is an ideal item for both con- 
sumer and contractor sales. Dealer sales 
aids include national advertising. Arm- 
strong Cork Co., Dept. AL, Lancaster, 
Penna. 
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Develops a Cost-Saving Siding 

Named Palcote, a new redwood sid- 
ing is manufactured with a factory-ap- 
plied primer paint to provide a 40% sav- 
ing in material and labor costs for paint- 
ing. The siding is packaged in heavy 
protective paper wrapping and each 
board is separated with polyethylene 
strips. 

The alkyd resin type paint prime 
needs only one topcoat to finish the 
siding in the field, says maker. The 
prime was formulated for use with the 
widest variety of exterior paints. 

Market data. Job-site storage of Pal- 
cote is simplified because of package- 
protection of the siding. Dealer sales 
aids include a free sample of Palcote 
and a technical bulletin. Write to The 
Pacific Lumber Co., Dept. AL, 100 Bush 
St., San Francisco 4, Calif. 
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Movable Shutter-Slats 
for Entrance Doors 


Shutter-Lites fill the need for an en- 
trance door with controlled vision and 
light. The movable shutter-slats let a 
homemaker see at will, keep others 
from seeing in. 

They are made to fit the maker's 
standard Utility Lite in its most popular 
sizes and are available in elegant hard- 
woods. 
Market data. Retail prices for each 
Shutter-Lite in carton lot quantities of 
12 range from $3.16 each upward, de- 
pending upon size and specie. The pre- 
sized Shutter-Lites may be installed with 
slats closing downward or upward. 
Screws are furnished to hold each unit 
at top and bottom. For a complete price 
list, write to The Visador Co., Dept. 
AL, 940 Visador Road, Jasper, Tex. 
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For more facts, 
use handy back 
cover coupon. 








Low-Cost Storage Wall 


A storage wall hardboard panel that 
extends from floor to ceiling is easy to 
apply in 4’ x 8’ sheets. Top two-thirds 
of the paneling is perforated to fit stand- 
ard inexpensive 4” shelf brackets, tool 
holders and a wide variety of hooks. 
Bottom third of panel has no perfora- 
tions, providing a built-in smooth wain- 
scoting. Perforations hold weights of up 


98 


to 200 pounds, says maker. 

Market data. Natural wood tone of 
storage wall panels is seal-coated. If 
other colors are desired, the panels may 
be painted. They retail for 22¢ per square 
foot. 

The panels, which may be nailed 
directly to vertical framing lumber, are 
ideal items for consumer and contractor 
sales. They are packaged 50 pieces per 
bundle, strapped, for dealers using ma- 
terials handling equipment. Panels are 
available in 7,000 foot pool car shipments 
or out of G-P distribution warehouses 
by the piece. A free illustrated brochure 
giving specifications and prices of the 
panels may be obtained by writing 
Georgia-Pacific Corp., Dept. AL, Equita- 
ble Bldg., Portland 4, Ore. 
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Room Dividers with Unique 
Locking Method Install Easily 


Individual panels in a new room divi- 
der are 12” x 12”, made of plastic and 
have two slots along each of the four 
edges for inserting metal pieces and join- 
ing the panels together. Spring extension 
poles have a setup range of 9242” to 
104”. These poles plus top and bottom 
crosspieces are oblong 1%” x 1” and are 
slotted for joining the panels and panel 
assembly. 


Two designs, a Squared Circle and 


Rose Trellis, are offered in white and 
gold or black and gold. 

Market data. A single unit containing 
12 squares, two spring-extension poles 
and top and bottom crosspieces retails 
for $29.95. A double unit containing 
24 squares, two poles, top and bottom 
crosspieces and centerpiece retails at 
$49.95. Single squares retail at $1.29 
each. Offering a dealer discount of 40%, 
the units are available direct from maker. 

Minimum dollar investment for a 
dealer amounts to $300 including free 
delivery. Sales aids include ad mats, 
catalog sheets and a plan of coopera- 
tive advertising allowances. Forms, Inc., 
Dept. AL, 554 W. Adams St., Chica- 
go 6, Til. 
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(continued on page 100) 
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Mack d 


ence of Denver's Pre-Mix Concrete whose B-61 Model Mack is shown here ready to 
deliver concrete on an addition to a sewage treatment plant in Aurora, Colorado. 
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iesels get more jobs done in less time. Macks last longer, with less downtime 
—a most important consideration in the concrete-mixer field. That’s been the experi- 


MACK 


ag 
by far in sales of 
diesel trucks 


In Denver—concrete means Pre-Mix > 
and Pre-Mix means MACK 


Where there’s big concrete work in the 
vicinity of Denver, chances are good 
you'll find Pre-Mix Concrete Co. and its 
fleet of Mack trucks on the job. Since buy- 
ing its first Mack gasoline-powered six- 
wheeler, Pre-Mix has purchased over 
50 more — the most recent being 10 diesel- 
powered units. 

Why is Pre-Mix changing to Mack 
diesel? Because its Thermodyne® diesel 
engine operates on one-half the fuel costs 
of other trucks, hauling payloads of up 





to 30,000 Ibs. over mountainous terrain 
with grades up to 12%, as well as on con- 
gested city streets. They average a legal 
55 mph in highway travel and really get 
up and go in city traffic. 

Other major Mack diesel advantages 
reported by Pre-Mix are greater depend- 
ability . . . far better performance . .. much 
less routine service . . . and complete 
driver satisfaction. 

Mack has the right mixer or dumper 
for your operation, too. Ask your Mack 
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branch or distributor for the names of 
satisfied operators, like Denver’s Pre-Mix 
Concrete Co., who have discovered the 
economy and endurance of Mack trucks 
for themselves. Mack Trucks, Inc., Plain- 
field, New Jersey. Mack Trucks of Canada, 
Ltd., Toronto, Ontario. 7882 


MAC K 


FIRST NAME FOR 


TRUCKS 





for over 7 straight years 
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Nailable Steel Stud 
Cuts Labor Costs 

Called Bam-A-Nail, a new nailable 
steel stud system is especially designed 
for non-load bearing partition and sus- 
pended ceiling work. Studs are precision 
punched and roll formed from one piece 
of 25-gauge steel, painted with a zinc 
chromate coating. Studs are simply 
placed into track with a twist of the 
wrist; a tap with chisel indents track into 
nailing flange, locking stud in position. 

Nailing flanges of Bam-A-Nail studs 
can receive serrated nails and staples; 


folded, hemmed edges for smooth pas- 
sage of electrical conduits and wires. 
Market data. Bam-A-Nail studs are 
available in stock widths of 24%”, 344”, 
35%” and 4” in any length. Dealer sales 


sheets and price lists. Write to Alabama 
Metal Lath Co., Dept. AL, 3245 Fayette 
Ave., Birmingham, Ala. 
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openings provided 4” on centers have aids include brochures, specification 








Structural Timber Decking 


Unit Deck, a quality structural timber 
decking, is available in all popular 
species. A single member application of 
Unit Deck provides good acoustics, in- 
terior finish and insulation and at the 
same time eliminates purlins, sheathing, 
ceiling materials, joists and bridging, 
maker announces. 

Market data. Unit Deck is available 
direct from manufacturer or from any 
Unit sales office. There is no minimum 
dollar investment required by a dealer. 
Sales aids include samples and a new 
brochure giving description and specifi- 
cations on Unit Deck. For a copy of the 
brochure, write to Unit Structures, Inc., 
Dept. AL, Peshtigo, Wis. 
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See why it’s easier to sell 


McCLOSKEY |e 
HEIRLOOM 


for antiques, furniture, 
wall cabinets and paneling 


a 


SEND FOR 
FREE SAMPLE 








Your choice of 4 popular sheens 
HEIRLOOM FLAT HEIRLOOM EGGSHELL 


(dead flat (satin sheen) 


HEIRLOOM CRYSTAL CLEAR 
(high gloss) 


HEIRLOOM SEMI-GLOSS 
(dull gloss 


Here’s what you get with 
McCloskey Heirloom finishes— 


A top-quality product— its extra-pale, nonstaining, nonyellowing 
color enhances the beauty of natural wood. Flows on easily, 
gives that hand-rubbed look. Will not flash, spot or streak. A 
complete finish in itself—no primers needed. 


Point-of-sale aids—merchandising helps from McCloskey that 
really promote selling action for you! Booklets packed with 
information—ideal as handouts or mailing stuffers—counter 
displays that help you turn lookers into buyers! 


Door Wrapper Speeds 
Installation 

A new door wrapper speeds installa- 
tion and protects door finish from dust 
and paint until the project is completed. 
Doors are beveled, bored and dapped 
before the kraft moisture-proof jacket is 








applied. Hardware is installed right 
through the wrapper, which is easily 
removed after the painting and decorat- 
ing is finished. 

Market data. Prefinished flush doors in 
the new protective wrappers are avail- 
able in ash, birch, beech, ribbon and 
rotary mahogany. Write to California 
Wood Products, Dept. AL, P. O. Box 
1656, Santa Rosa, Calif. 
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(continued on page 102) 


McCLOSKEY VARNISH CO. - Dept. 713, 7600 State Rd., Philadelphia 36, Pa. 


C | Send me a free sample of Heirloom (____ ) 
j (state sheen desired ) 





Have a McCloskey salesman call on 
{ me at once 


Name. Title. 








Company 








Address 
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Nothing in this world compares with Arkansas Soft 
Pine for siding. Its greater strength assures 
longer life. It holds nails with a bulldog grip. It is 
decay resistant. It does not shrink. It is uniform 

in size. It is economical. It takes and holds 

finishes evenly and smoothly. Its natural beauty 

of texture and grain impart individuality to the home. 
Arkansas Soft Pine Siding by Potlatch is well 
manufactured, properly graded and exceptionally 
high in quality. 











POTLATCH 
FORESTS 
INC. 


BRADLEY -SOUTHERN DIVISION 
WARREN, ARKANSAS 
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For your western lumber 
needs contact these 
PFI offices: 
PITTSBURGH, PENN. 
1615 Oliver Bidg. 
KANSAS CITY, MO 
2007 Bryant Bidg. 
DEER PARK, WASH. 
Deer Park ind., Inc. 





CHICAGO, ILL. 
20 N. Wacker Dr 


WEW BRUNSWICK, NW. J, 
Post Office Box 55 
JACKSONVILLE, FLA. 
4113 Longwood Rd. 
LEWISTON, IDAHO 
General Offices 
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Hardboard Siding Has Guide 
Lines for Fast Application 


New 7/16” Shadowcast hardboard sid- 
ing has two application guide lines on 
every long edge to provide quick, ac- 
curate alignment of 16’-long lap siding. 
Guide lines permit 11” or 1012” exposure. 

Packaged with every Shadowcast sid- 
ing shipment is a quantity of 8d (2%”) 
Stormguard siding nails especially de- 
signed for fast, easy application without 
dimpling or fracturing of primed sur- 
face. 

Market data. Shadowcast hardboard 
siding is prime-coated and back-sealed. 
Final paint finish can be applied up to 


60 days later. It cuts like wood with 
power or hand saw. 

Suggested retail prices range from 
$275 to $300 per M square feet. It now 
is available from 250 building material 
wholesalers. Dealer sales aids include a 
four-page brochure. Write to The Celo- 
tex Corp., Dept. AL, 120 S. LaSalle St., 
Chicago 3, Ill. 
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Plastic Envelope Changes 
Screens into Storm Windows 

Insect screen of any standard base- 
ment, jalousie or awning window can be 
changed into a storm window simply by 
inserting it into a transparent plastic 
envelope newly marketed under the trade 
name, Stormvelope. 

The envelope slips easily over the 
screen and is sealed and adjusted to the 


Ah-h-hh.. Something New Again 
Turn to back cover for a time-saving, 
brand-new idea in inquiry cards for 
busy dealers. 


exact screen size by rolling up the open 
end. Two layers of plastic and two dead- 
air spaces, within the envelope and be- 
tween the envelope and window, provide 
a double insulating effect. 

Market data. Stormvelopes are made 
from clear 2-gauge polyethylene in dif- 
ferent sizes for basement window screens 
up to 32” wide x 22” high and for jalou- 
sie and awning window screens up to 35” 
x 48”. They also are available for case- 
ment window screens up to 16%” x 48”. 
Basement and casement window sizes 
sell for 50¢ each; iarger jalousie and 
awning window size sells for 79¢. Storm- 
velope Co., Dept. AL, 6407 E. Halbert 
Road, Washington 14, D.C. 
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No. 4-L 
SINGLE SURFACER 


a@ money saver for 


lumberyards and growing shops 


A medium size, wedge bed adjusted planer with built-in 
accuracy. Instantaneous micrometer control of lower 
rolls and back pressure bar saves time. Sectional feed 
rolls, chip breakers and four driven rolls contribute to 
safe, kick-back free operation. These and other features 
make this moderately priced planer your best buy. Sizes 
24”, 26”, 30” x8”. Write for Bulletin No. 61. 


PLANER SPECIALISTS SINCE 1862 


BUSS MACHINE WORKS, INC. 


A Subsidiary of Greenlee Bros. & Co. 
HOLLAND, MICHIGAN 
Circle No. 58 on Handy Cover Card 


238 EIGHTH STREET EX 2-234! 
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LOOK FOR 
THE 
3) BRAND 


ON THE END 








The 
TIME-TESTED POST 


For almost half a century 
the famous L-B brand has 
identified the LONG-BELL 
pressure-treated Southern 
Pine Fence Post. 

Millions in service on the 
farms and ranches of Amer- 
ica bear this mark of quality. 

Pressure-treated with 
100% creosote or with 5% 
Penta solution, these posts 
are recognized by customers 
everywhere for their back- 
ground of performance. 


manufactured only by 


Wood Preserving 
Division 


International Paper Company 
Kansas City, Mo. & DeRidder, La. 
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— This booklet shows you the one best way to 
BEFORE YOU RENT LEASE finance your material handling fleet. One truck 
7 or 50 trucks—one day or 5 years—this Custom 
Leasing Plan fits your exact requirements. 
OR BUY ANY LIFT TRUCK. se Now you can get industry’s newest lift trucks 


Dead be 2. / without capital investment — eliminate mainte- 
aoklet, nance problems, and realistically budget your 

handling costs. 
Get this booklet and full details from your 


Hyster Dealer, or write... 


INDUSTRIAL TRUCK DIVISION — Lift trucks, mobile cranes, straddle carriers cenee HYSTE R co A PANY 


TRACTOR EQUIPMENT DIVISION — Construction and logging equipment 
MARTIN TRAILER DIVISION — Heavy machinery hauling trailers HYSTER LEASING DIVISION 


INTERNATIONAL DIVISION — Overseas manufacturing, sales and service SING P.O.Box 4318 «+ Portland 8, Oregon 


Factories: Portland, Oregon (Home Office) e Danville, Ill. ¢ Peoria, Ill. e Kewanee, Ill. « 
Nijmegen, The Netherlands « Irvine, Scotland e Sao Paulo, Brazil « Sydney, Australia (Licensee) LAN 
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NEW PRODUCTS 
(begins on page 96) 





Prefabed Steel Buildings 


Pennington expansible steel buildings 
are predrilled and precut for easy bolt- 
type construction. Formed steel shingle 
roof and bevel-edged sides are bonderized 
and zinc-coated for years of weather 
protection. Buildings are shipped kd and 
unpainted; owner may paint to suit. 
Anyone can put one up in a few hours. 
Only 15 major pieces to assemble. 

Basic building unit measures 8’ x 11’ 
at the eaves, with a clear inside head- 
room of 6’5” and a height at peak of 
7’3”. Doors open to a width of 72”. 
Units may be purchased in multiples as 
desired with double doors in one end or 
both ends and with or without windows. 

Market data. The portable buildings 
are ideal for use as contractor field of- 
fices, places for storing tools and equip- 
ment, cottages for hunters, campers and 
f'shermen or boathouses. A single build- 
ing unit retails for $194; double unit, 
8’ x 214”, is priced at $360; triple unit, 
8’ x 31’8”, retails for $526. Sales aids in- 
clude step-by-step assembly directions and 
literature. Write to Pennington Mfg. Co., 
Dept. AL, Addison, III. 
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Interlocking Rubber Tile 


Self-Lox tiles are 9” x 9”, made of 
rubber reinforced with plastic. They may 
be placed on any subfloor, basement or 
ground level concrete, asphalt, vinyl as- 
bestos, terrazzo and other tiles, linoleum 
or wood. 

Each piece interlocks with the next, 
very much like a jigsaw puzzle and ab- 
solutely no mastic adhesive is needed. 
Designs are simple to change, just switch 
tiles for new patterns, or move the tiles 
from one room to another. 

Market data. A do-it-yourselfer can 
install Self-Lox tile in an average 9’ x 
6’ kitchen or bath floor area for less 
than $30. A 9” x9” Self-Lox tile retails 
for 29¢. Offering a retail markup of 
40%, the tiles are available from distrib- 
utors or direct from maker. A_ con- 
venient 27 square foot carton contains 
48 tiles. Minimum dollar investment for 
a dealer for a display case and one color 
in each carton amounts to about $90. 
Sales aids include installation instruction 
sheets. Crown Rubber Co., Dept. AL, 
1615 Croghan St., Fremont, Ohio. 
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Self-Sealing Door Bottom 


Called Stop Air, a new automatic 
door bottom eliminates under door 
drafts, minimizing loss of warm or cool 
air and reducing noise and dust. It’s 
specifically designed for use on interior 
doors. Thick felt strip raises automati- 
cally when door opens, lowers quickly 
and quietly for snug fit against floor 
or rug when door closes. 

larket data. Stop Air is easy to in- 
stall. Only three holes to drill; three 
screws to apply. Mounting screws and 
complete instructions are packed with 
each unit. The door bottom is available 
in three popular sizes in gold and alu- 
minum finishes. It fits either right or 
left-hand doors. 

Suggested retail prices range from 
$2.70 to $3.45. Offering a retail markup 
on cost of 40%, Stop Air is available 
from hardware distributors. Dealer sales 
aids include a free working model, a self- 
service display carton containing 24 units 
and literature. Reese Metal Weatherstrip 
Co., sub. of National Metal Products 
Co., Dept. AL, 712 Park Ave., Minne- 
apolis 15, Minn. 
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The complete line of quality| _ 
builders hardware | } 


INTERIOR as well as key 
sets now furnished with 
2%” dia. rose —in both 
“Tulip” and Round-knob 


designs. 


® 
Bz (ct LOCKSETS by NATIONAL 


assure faster, labor-saving 
installation— only three pre-assembled 
units. They are beautifully designed, pre- 
cision engineered and fully guaranteed. 


WRITE FOR LITERATURE AND PRICES 


NATIONAL HARDWARE CoO. 


NE PARK 
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Par-Tile T & G Wood 
Block Flooring Announced 


Par-Tile now is available in a new 
%” thickness with tongue-and-groove 
edges and a high-lustre prefinish. The 
tongue-and-groove blocks are made of 
wood particles, blended with synthetic 
binders, and are designed to interlock. 
They are resistant to marring, staining 
and denting under furniture or carriers, 
says maker. 

Market data. Par-Tile T & G retails 
for 27¢ per square foot, depending upon 
volume. Retail markup on cost is 50%. 
It is available from distributors and 
flooring applicators. It is an ideal item 
for both consumer and contractor sales. 
A minimum dollar investment of $1,- 
000 to $2,000 is required by a dealer. 
Sales aids include a counter display, 
literature, ad mats and mailers. Write 
Pacqua Div., Pacific Plywood Co., Dept. 
AL, P. O. Box 78, Dillard, Ore. 
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John Wood Portable Heaters 


Your sales soar with new John Wood Portable 
Heaters! Exclusive combustion chamber eliminates 
smoke, odor and visible flame. Sturdy construction 
withstands the toughest treatment. John Wood Port- 
able Heaters incorporate the exclusive clean shutoff 
valve. Construction Crews can work all winter in 
comfort...3 John Wood models will handle all 
temporary heating jobs! You're sure to make big 
profits with these Portable Heaters... backed by 
John Wood’s 90 years in the field of combustion 
engineering! 





Glass Block Ventilator 


Glass brick walls need no longer be 
dead air spaces. With Vent-A-Block, 
you get ventilation with complete finger- 
tip control. It also is engineered for use 
with concrete blocks or other types of 
masonry construction. 

Market data. The jalousie ventilator is 
easily installed at job site. It has a com- MODEL PH 80 MODEL PH 120 MODEL PH 350 
pletely flat buck on all sides, ready to Delivers 80,000 BTU’s; 120,000 BTU's per Heavy construction unit 
receive glass blocks without filling or any operatesfor 20hourson hour. Handsome, for peak havo? 8 a 
kind of preparation necessary to achieve one tank of fuel; pro- sturdy, well balanced ayers Rolls 
a tight, weatherproof fit. The full 34” vides the best features deluxe unit is ideal for i s wag! . wg cn 
flanges overlap the bricks on both sides of portable heating! all installations. easily on larg 
babe 5 a jalousies are offered in Find out today how you can build year-’round sales with 
a choice of stock sizes ranging from 12” the new John Wood Portable Heater Dealer Plan! Write: 


x 12” with three louvers to 32” x 24” 

with six louvers. Special sizes are avail- 

able on request. Write to Howard In- 

dustries, Inc., Dept. AL, 3545 N. W. 
71st St., Miami, Fla. Heater and Tank Division 


Circle No. 219 on Handy Cover Card c hohocken, Pennsylvania—Chicago, Iilinois 
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New High-Speed Truss And 
Panel Press by Gang-Nails 

The new gravity-fed hydraulic press 
shown above can produce a completely- 
fabricated roof truss up to 40’ in length, 
or a wall panel, in approximately one 
minute, according to the maker. 

The new steel and concrete press offers 
quick loading and access from the side 
rather than end. Alternating jigs on each 
side of the press permit one truss to be 
assembled while another is being pressed. 

There is a stationary, poured concrete 


bed, over which a 100-ton concrete platen 
operates vertically by means of a sliding 
hydraulic mechanism. The platen is con- 
trolled by a single, three-position handle. 
Pressure is exerted evenly throughout the 
platen to squeeze Gang-Nail connectors 
into wooden truss members. 

The design and specifications for the 
press will be offered on a license-fran- 
chise basis. Patent is pending. Gang-Nail 
Sales Co., Inc., Dept. A. L., 7525 N.W. 
37th Ave., Miami 47, Fla. 
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Strapping Units Contain 
All Tools and Materials 


Five new Strapbinder combination 
strapping units containing all tools are 
available. 

Units are available for light, medium 
or high production strapping with every- 
thing necessary to set up strapping op- 
erations over a wide range of require- 
ments. Each contains 300 Ibs. of flat 
steel strapping and a mobile strap dispen- 
ser which also serves as tool holder. 

Three of the units (00-1499, 00-1901 
and 00-1915) contain a tensioning tool, 
sealer, strap cutter and 5,000 seals. Oth- 
er units (00-2300 and 00-2320) for pro- 
duction line strapping have high-speed 
tools which automatically tension, seal 
and score strap in one operation. The 
first has 4,000 magazine-fed seals, the 
second 5,000 thread-on seals. For more 
information, write A. J. Gerrard & Co., 
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Dept. AL, 400 E. Touhy Ave., Des 
Plaines, Hl. 
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Desk-Size Digital Computer 


A new desk-size electronic digital com- 
puter is available for retail and whole- 
sale dealer business data processing. It is 
said to be the lowest priced general pur- 
pose computer on the market at $29,- 
750. Its lease rate is $875 a month. 

An accounting machine printer and 
flexible control unit is standard equip- 
ment on E 103. It can do such data proc- 
essing jobs as sales analysis, payroll, la- 
bor cost distribution and tax billing. 

E 103 features a magnetic drum 
memory with storage capacity of 220 
words and contains a built-in decision- 
maker. Simplified external pinboard pro- 
gramming permits use of the unit with 
minimum operator training. Write 
Equipment & Systems Div., Dept. AL, 


Burroughs Corp., Detroit 32. 
Circle No. 222 on Handy Cover Card 


Straddle Trailer Hauls 
Complete House Loads 


A one-man method of hauling a com- 
plete house load of materials to the job 
site has been developed. The Straddle 
Trailer picks up a building materials load 
with its own hydraulic system, holds it 
centered and secure while traveling and 
unloads it at the site. Up to 40,000 Ibs. 
can be carried—using only one operator. 

The load can be palletized or placed 
on wood biocks, then the driver backs 
the trailer over it. Walking beam con- 
struction eliminates the through axle on 
the rear tandem. To pick up the load, 
pallets and all, the driver operates the 
hydraulic lifting mechanism by control 
levers located either in the cab or at 
trailer front. 

At destination, driver moves the lever 
to lower the load and drives away. The 
picture shows a complete 900-square foot 
house being carried on an open-type 
Straddle Trailer. This type costs from 
$10,710 to $12,337.50 f.0.b. the factory, 
including federal excise tax, depending 
upon capacity, length and height. Cov- 
ered trailers cost an additional $3,150. 
There are four basic sizes of open and 
closed models. For details, write Chal- 
lenge-Cook Bros. Inc., Dept. AL, 14500 
E. Firestone Blvd., La Mirada, Calif. 
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Offers Mobile Transmit Mixer 


This new 100-120 cubic yard per hour 
mobile transit mix plant, called the 
Rover, is 8’ wide and 13’ high, can trav- 
el highways without special permit in 
most states. 

Both aggregate and cement units are 
equipped with complete running gear in- 
cluding wheels, axles and pneumatic 
tires for easy attachment to tractor. 
Wheels remain on both units during op- 
eration. Charging hopper and _ batcher 
on the cement unit also remain at- 
tached during moves. 

When cement unit is erected, hopper 
and batcher hinge into position over dis- 
charge hood. It includes a one-com- 
partment 395 bbl. silo, 3 cubic yard 
batcher 200 bbl. per hour bucket eleva- 
tor, 200 bbl. per hour screw conveyor, 
10 cfm low pressure air compressor and 
full running gear as standard equip- 
ment. C. S. Johnson Co., subsidiary of 
Koehring Co., Dept. AL, Box 71, Cham- 
paign, Ill. 
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November 7, 1960, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





3 6A STEADY SOURCE OF PLYWOOD PROFITS! 
Crezon makes plywood more versatile and 
C 7, more profitable than ever before. Billions of 
veh = board feet are now in use throughout 
re on medium density America! Builders, home handymen and Architects 
° are all lively prospects for fast-selling Crezon over- 
Ohisssaehiel Plywood laid plywood. It takes paint beautifully, saws easily, 
eliminates checking and grain rise. It’s ideal for 
building a second home, singlewall construction 
and component parts. Sales of Crezon overlaid 
plywood are brisk, all year long, at a healthy profit 
margin. You stock it and see! 


























THE HOUSE THAT CREZON BUILT 
See this handsome trade show demonstration home at Booth 1409 during 
the NRLDA Convention. This display features Crezon Overlaid Plywood in 
all siding, soffits, entrance door, box beams, garage door, fence, cut-out. 


LOOK WHERE YOUR CUSTOMERS You can depend on these leading plywood 


meonvfacturers to supply you with the very 
CAN USE VERSATILE CREZON best Medium Density Overlaid Plywood: 
“THE PLYWOOD WITH a Pius” , Anacortes Veneer, Inc St. Paul & Tacoma 
Lumber Company 
Diamond Lumber 
Corp. United States 
Plywood Company 


Garage Doors Box Beams 
° ’ Evans Products 
Accent Panels Soffits zs nee 5S Washington Plywood 
‘ eorgia-Pacific Corp. c * 

Room Dividers Fences Company, Inc 

° . International Paper c 
as : Canadian Western 
Sliding Doors Shelving Company (Long- pecrech Co 

° . Bell Division) 


Tool Sheds Car Ports Riciaen, taiahins Mecitliten 6 
: y Company Bioedel, itd 


Siding Paneling 
. . Simpson Logging Western Plywood 
Cabinets Gable Ends Company Co., ltd 


CROWN ZELLERBACH 


CREZON SALES 
ONE BUSH STREET * SAN FRANCISCO 19, CALIF. 











Nodkt- Nok2-but 
HIGH-IN-DEMAND 
FEATURES 


Give you faster turnover 


) 


lowing 


WGlAHA! 


ALUMINUM PRODUCTS 


1. Classic Beauty 2. Traditional Charm 
3. Durable Anodized Finish 


Nothing so effectively or economically individualizes 
any type home — from a showplace to a modest low- 
cost sub-division house —as Sterling Factories Alumi- 
num Products. Nor, because of its super anodizing 
treatment, so happily retains a lasting showroom 
beauty in spite of climate or weather conditions. 


RAILINGS for porch, stoop, and steps — designed and pro- 
duced in easy, quick assembly units and installations. Un- 
matched in charm, beauty, safety, and the economy that comes 
with long years of like-new service. 


COLUMNS that add character, dignity and distinction to 
any installation. Extra strong, beautifully designed. Corner or 
flat styles in several patterns — all super anodized. 
GRILLES in the widest variety of graceful, practical de- 
signs, fabricated from prime aluminum, and super anodized 
for maximum protection from outdoor exposure. 

AWNING BRACKETS, of aluminum, in a broad range 
of styles and sizes to fit doorways and windows. Easy to 
install, rust free. 


For eye-appeal, buy-appeal, and high profits, feature the Sterling 
Factories line — write Dept. AL for complete catalog and prices 
on all Sterling Factories Aluminum Products. 


Meola cloct 
J looling cladlevics 
2620-40 CHERRY ST., ERIE, PA. 
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new LITERATURE 


Time-Saving Card—See Back Cover 


“How to Install Armstrong Ce ” is the title of a 24- 
page do-it-yourselfer’s manual explaining both the cement and 
stapling method of installation. It tells when and under what 
circumstances each should be used. Also included are tips on 
how to lay out a ceiling, how to cut tile, how to box in low 
hanging pipes and ducts, how to install tiles in an ashlar ar- 
rangement and how to finish off a new ceiling. Armstrong 
Cork Co., Dept. AL, Lancaster, Penna. 

Circle No. 227 on Handy Cover Card 

Business Machines. A dozen major data processing systems 
controlled automatically by Friden business machines are 
fully described in a 28-page booklet, “Friden IDP Products in 
Action.” Step-by-step illustrations of such diversified applica- 
tions as letter writing, purchasing, manufacturing control and 
bank check coding convey the versatility of this equipment. 
Write to Friden, Inc., Dept. AL, San Leandro, Calif. 

Circle No. 228 on Handy Cover Card 

Carey Fire-Chex Shingles. A two-page data sheet lists 
specifications of Carey Fire-Chex °325 asbestos-plastic roofing 
shingles carrying the UL Class “A” fire-safety rating. A de- 
tailed explanation of Carey Sta-Seal Tabs also is included. 
Philip Carey Mfg. Co., Dept. AL, 320 South Wayne Ave., 
Cincinnati 15, Ohio. 

Circle No. 229 on Handy Cover Card 

Wire Rope Slings. An 84-page catalog describes, illustrates 
and gives detailed specifications of the complete line of Wick- 
wire Wire Rope Slings. A special section is devoted to each 
of the major types of Wickwire Slings, complete with illus- 
trations and charts. Write The Colorado Fuel and Iron Corp., 
Wire Rope Sales Dept. AL, Palmer, Mass. 

Circle No. 230 on Handy Cover Card 

Profitable Toy Merchandising. Ideas, hints and authorita- 
tive merchandising suggestions are offered in a new 12-page, 
two-color booklet entitled “Better Toy Merchandising with 
Spacemaster.” Timely tips on the new techniques of grouping 
and correlating “Toys Arranged by Play Interests” are fully 
discussed and illustrated with 15 typical display arrangements. 
For a free copy of booklet, write to Reflector Hardware 
Corp., Dept. FP9-AL, 1400 North 25th Ave., Melrose Park, 
Il. 


Circle No. 231 on Handy Cover Card 
Floor Designs. A 10-page, full-color brochure illustrates 45 
all-new floor patterns using J-M Terraflex vinyl asbestos tile. 
Entitled “Floor Design by J-M”, the brochure also includes a 
fold-out page on which is printed a complete Terraflex color 
chart. For a copy, send 10¢ to cover cost of mailing. Johns- 
Manville Corp., Dept. AL, 22 East 40th St., New York 16. 
Circle No. 232 on Handy Cover Card 
“Masonry Blocks for Homes” is the title of an eight-page, 
illustrated brochure showing how two California architects 
designed their new homes making extensive use of masonry 
blocks inside and out. One is ranch type spread out, the other 
split level on a hillside. Floor plans and plot plans are in- 
cluded. Concrete Masonry Assn., Dept. AL, 5205 Hollywood 
Blvd., Los Angeles, Calif. 
Circle No. 233 on Handy Cover Card 
Strapping Methods and Tools. “Better Ways to Package, 
Unitize and Ship” is the title of the 20th edition of a basic 
reference guide to Signode strapping methods and tools. It 
includes descriptions of Signode’s new compression strapping 
and jib crane systems. A new list of 12 strapping pointers 
also is included. For your free copy, write to Signode Steel 
Strapping Co., Dept. AL, 2600 N. Western Ave., Chicago 47. 
Circle No. 234 on Handy Cover Card 
Insta-Floor Panel System. A 10-page booklet describes how 
a builder may install a 2,000 square foot floor system, in- 
cluding sub-flooring, in less than six man-hours. Called Insta- 
floor, the system was developed for first use in a research- 
demonstration house built by DFPA in cooperation with Ply- 
wood Fabricator Service, Inc., and the Lumber Dealers Re- 
search Council. For a few free booklets describing Insta-floor, 
write Douglas Fir Plywood Assn., Dept. AL, 1119 A St. 
Tacoma 2, Wash. Booklets in quantity are available at $3.75 
per 100. 
Circle No. 235 on Handy Cover Card 
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"NOW ONE MIRACLE PAINT 
" DOES A WHOLE HOUSE 


Sell one perfect paint for 


16 WAYS BETTER 


Longer Life—Tests for years around 
the world prove its superiority. 

New Toughness and Flexibility —With- 
stands punishment that breaks down 
ordinary paints. 

Blisier Resistance—Breather-type 
paint permits water vapor to escape 
without breaking paint film. 

Fume and Mildew Resistance— With- 
stands fumes and mildew. 

Alkali Resistance—Unaffected by al- 
kali due to its chemical formula. 
Low-Chalking 


Easy Washing—Its tight smooth film 
sheds dirt that clings to other paints. 





all exterior surfaces 


WOOD SfDING, SHAKES AND SHINGLES 











CEMENT BLOCK 


MASONRY AND CONCR 


. 
~ 


ASBESTOS SIDING AND SHINGLES 


Easier to Apply—Just seems to slip on 
without any tiresome effort. 


Brushes, Rolls or Sprays 
No Brush Marks or Sags 


Paint Early or Late—Sun and damp 
can’t harm it. 

Uniform Low Sheen—Never glossy — 
hides surface defects. 


Dries in Minutes— Dries before any- 
thing can mar its surface. 
Clean Up with Water 


Fade and Stain Resistant Colors—All 
colors, even pastels, are permanent 
and stain resistant. 


Brilliant White— A new white that stays 
white . . . makes all others look gray! 





THE BEST IN 
OIL BASE PAINT, TOO! 





A quality standard for 75 years, Acme 
New Era House Paint gives a bright new 
look . . . available in 72 decorator colors. 
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Detroit, Mich, « 
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NEW ACME LATEX HOUSE PAINT 


Here’s how we'll help you sell this great 
new paint: You'll get a complete kit 
of dealer helps especially designed to 
sell Acme Quality Latex House Paint. 
You'll get color cards, counter book 
nage, point-of-purchase color card, 
colorful store and window banners. 
You'll get a giant eye-catching mobile, 
newspaper ad mats, radio and TV 
spots, and a special lapel ribbon made 
of latex. 


Be the first with the newest and best. 
Millions of paint customers will be 
reading about new Acme Quality 
Latex House Paint in national adver- 
tising. Be sure it’s on your shelves 
when they ask for it! 


ACME QUALITY PAINTS, INC. 


Better Looking Every Way! 


Garland, Texas © Burbank, Calif, 





new SALES AIDS 


Sign Promotes Dow 
Buiiding Products 


Dow Chemical Co. has available a 
three-color display sign to expand na- 
tional promotion of its chemically en- 
gineered building products. The two-foot- 
square metal sign may be used inside 
or outside a dealer’s store. It bears the 
Dow-in-Diamond trademark and the leg- 
end, “Building Products.” 

Dow now markets five major trade- 
marked building products nationally: 





- 


OD0CGe 


Find your fortune at 


TEAHOUSE OF THE 
FORTUNATE DEALER 


NRLDA Show San Francisco 
Nov.13-16 Booth 310 
BALSAM-WOOL® + NU-wooD® 


Styrofoam, Scorbord, Roofmate, Poly- 
film and Saraloy 400, a flexible flashing. 
It expects to double this number of 
building products within two years. The 
“seve Chemical Co., Dept. AL, Midland, 
Mich. 
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Sells J-M Deccrative Hardboard 


An eye-catching hanging wall display, 
measuring 24” x 33”, contains actual 
samples of the full line of Decorative 
Hardboard linked together and fastened 
to an attractive header printed in full 
color. A label in the lower right-hand 
corner of each display panel describes 
the finish, style and sheet size. A cord 
is attached at the top for hanging on a 
retailer’s wall. 

Display is packed one to a carton. No 
assembly is required. It is available free 
of charge to dealers and distributors. 
Johns-Manville Corp., Dept. AL, 22 E. 
40th St., New York 17, N. Y. 

Circle No. 239 on Handy Cover Card 


Vina-Lux Line Merchandiser 


A new display includes the two latest 
styles in Vina-Lux vinyl asbestos floor 
tile: the 800 Series and Metallic Tones. 

The display, which measures 30” high 
x 62” wide, is printed gray with red 
fluorescent accents. It holds actual tile 
samples of Wood Tones, Cork Hues, 
Metallic Tones, Marble Tones, Carpet 
Tones and the 800 Series. It may be 
used as a floor or counter unit, placed 
in a store window or hung from a wall. 

Designated VD-448, the display is 
available from Azrock Floor Products 
Div., Uvalde Rock Asphalt Co., Dept. 
AL, 500 Frost Bank Blidg., San An- 
tonio 6, Tex. 
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Selling Aid for Ceiling Tile 


A  self-standing, totem pole display 
holds Flintkote 12” x 12” ceiling tile. 
Occupying only one square foot of 
floor space, the unit now is available to 
dealers free of charge. 

Colorful, corrugated separators are 
slotted for easy fastening and quick 
erection. All three faces of the triangies 
carry sales information. The totem 
pole also is adaptable to different heights 
to show 3, 6, 9 or 12 tiles. The Flint- 
kote Co., Dept. AL, 30 Rockefeller Plaza, 
New York 20, N. Y. 
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Promotes Seadrift Paneling 


A colorful, informative counter dis- 
play selling Masonite’s Seadrift interior 
paneling shows three rows of the new 
hardboard samples. Top row indicates 
how the paneling is shipped, with a 
white primecoat; middle row shows it 
finished in a single color; bottom row 
lets customers study use of a two-toned 
finish. 

Lower part of the display shows four 
suggested color treatments imprinted in 
natural color. The paneling is an ideal 
item for use in snack bars, recreation 
rooms, attic remodeling and enclosed 
porches. 

Dealer sales aids also include enve- 
lope stuffers, color samples, mobiles, 
wall displays and ad mats. Write to 
Masonite Corp., Dept. AL, 111 W. Wash- 
ington, Chicago 2, Ill. 
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“You'l 


“SCOTCH” BRAND Masking Tape with every paint sale.” 























? 





| roll up extra profits when you suggest 





SCOTCH” IS A REGISTERED TRADEMARK OF THE 3™ CO. 


Sell WH 


ALUMINUM COLUMNS 
and RAILINGS 
FOR INSIDE AND OUTSIDE 
Prepackaged adjustable ornamental 
Aluminum columns in sizes and fin- 
ishes for porches, awnings, and room 
dividers. Also railings, flat or with 
swivels for steps. Easily installed. 
Won't rust — never needs painting. 
Most profitable! 
DEMONSTRATION SAMPLES 
for DO-IT-YOURSELFERS 
Actual units that show AND SELL, Columns 
$15 set; Railing units $7.50 and $17.50. 
Refundable. 
Send for file size cards furnishing com- 
plete prices and selling information of 
these and other profitable lines listed 
below. Valuable sales aids free. Address 
Dept. A-2. 
Other Profitable WALTZINGER Lines : 
® Louvered Shutters 
®@ Louvered Panels 
Louvered Doors 
Louvered Screens 
Louvered Room Dividers 
Cafe and Salon Doors 


FREE LITERATURE... Shoji Panels, Screens, Doors 
Write for it! Bi-Fold Doors 


Your Dependable Source Of Supply 


1 ALTZINGER, INC. 


3} Manufacturers and Distributors 


Ave, CHICAGO 8&8, ILL Ph CAnal 6-577¢ 


DMienesora (finns ano [Mianvracrurine coupany 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW S00; >: Waarers : = 
22-26 Leslie St, DALLAS 7, TEXAS © Ph Riverside 1-6849 


Atlanta 
Baltimore 


Boston 
Chariotte 
Chicago 
Cincinnati 


PS. 
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ALLIED BUILDING CREDITS, INC. 


Sp iia a Specialists 


SERVING THE LUMBER DEALER FOR 25 YEARS 
ENDORSES AND SUPPORTS “PROJECT A’”’ 


With a Complete Program for 


PROPERTY IMPROVEMENT FINANCING 
VACATION AND SMALL HOMES FINANCING 


THERE IS AN ABC OFFICE NEAR YOU 


Albuquerque Cleveland Indianapolis 


Columbus Kansas City 
Dallas Los Angeles 


Birmingham Davenport Milwaukee 


Denver Minneapolis 
Des Moines New Orleans 
Detroit New York 
Houston Oklahoma City 


San Francisco 


Phoenix Santa Ana 
Pittsburgh Seattle 
Portland South Bend 
Sacramento Tampa 

St. Louis Toledo 

Salt Lake Trenton 
San Bernardino 


GENERAL OFFICE—3109 Wilshire Boulevard, Los Angeles 5, California 
Mailing Address: P.O. Box 3426, Terminal Annex, Zone 54 


WE'LL SEE YOU IN SAN FRANCISCO — VISIT US — BOOTH 1205 
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| STROKE 
MAKES A 
ROOF TRUSS 


Yes, 1 stroke of our new, inex- 

pensive CONCRETE PRESS body 

makes a roof truss of any design 

or a wall panel, any length. Both 

can be made alternately. Pour 

this inexpensive CONCRETE PRESS 

in your backyard. Needs no roof 

cover. Occupies only 8’x40’ space 

when not in use. Use inexperi- 

enced labor to build and operate 

press. We rent you the forms. 

Materials cost less than $3,500. Other new Gang- Nail 
products will soon be available for making other 
(prefabricated) components on this same press. This 
and other equipment is available to our licensed, 
franchised fabricators. Write us about franchise. 


NOW ON DISPLAY AT OUR MIAMI PLANT. 
WRITE, WIRE, OR PHONE TODAY FOR FULL DETAILS 


GANG-NAIL SALES CO., Inc. 


The FIRST PRESS to produce a COMPLETELY-FABRI- 
CATED TRUSS IN ONE OPERATION! 


All Steel & Concrete Construction e Patent Pending 
e Accommodates Spans up to 40 feet in length 


See OPERATING MODEL AT NRLDA SHOW, 
Booth 1812 


7525 N.W. 37th Avenue @« Miami, Florida 
Tel.: OXford 6-0930 
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NEW propuct 
PASSES 8,000,000 


IN SALES 


ACCEPTANCE and QUALITY 
PROVEN in ONLY THREE YEARS 


HOLLOW WALL ANCHORS 
_ The preferred product by 
. contractors and “do-it-your- 
selfers.” 











For HOLLOW 
FLUSH DOORS 
Specify No. 48S 








OTHER PRODUCTS for your 
PROFIT: 

“DHD" Diamond Hammer Drive, 
Nail Type Anchors 

Diamond Red Seal Calking Anchors 
Diamond ‘‘Multi-Size’’ Wood Screw 
Anchors 

Diamond “SPRING” Toggle Bolts 


WRITE FOR SAMPLE packed in DIAMOND “P” Lag Screw Ex- 
pansion Shields 


impulse- buying NEW BLISTER PACK 
Se “DI-FORGE" Percussion Masonry 
Ask your Distributor Drills 
DIAMOND EXPANSION BOLT CO., Inc. Garwood, N. J. 
Circle No. 69 on Handy Cover Card 
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ONE-PRODUCT 
CLEAR FINISH 
WITH NEW. PROFIT 
OPPORTUNITIES 
FOR You 


nnn | —- 
: | 
i 
” - 
BA ii ‘ 


Bick 7 pee Tw GR 


WOOD FINISH 


Here’s an all-new profit builder 
for you... a self-priming, self- 
rubbing, non-pigmented clear 
wood finish that produces the 
richest, most luxurious “hand- 
rubbed” effect ever seen! So easy 
to apply anyone can use it with 
excellent results every time . 

no sags, no runs, no complaints! 
For old work or new — panelling, 
cabinets, etc. Nationally adver- 
tised: POPULAR MECHANICS, ~ 
POPULAR SCIENCE, FAMILY — 
HANDYMAN. Free Sales Aids— ~ 
color folders, panel displays, etc. 














For full details, write... 


PIERCE & STEVENS CHEMICAL CORP. 
710 OHIO ST., DEPT AL110 BUFFALO 3, N.Y. 


Availabie in Canada, LePage’s, Toronto 18, Ont. 














RS OA 


EMS OME NEB PELE DLL SOIL : 
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MANAGEMENT WORKSHOP-IN-PRINT 


The Highest Cost in the Retail Lumber 
Business—The Terrific Price of NOT Training 


Dun & Bradstreet says that 93.7% of business failures 
are due to lack of management proficiency. 

But how about the inefficiently managed business that 
doesn't fail? 

How about the retail establishments that operate from 
year to year with a profit of 3 to 8% on their net worth? 

Some trained management in the industry is making 20% 
or more on its investment. 

The investment in retail lumber and building material 
establishments in USA and Canada is in the neighborhood 
of five billion dollars. 

20% of 5 billion dollars is 1 billion dollars per year in 
potential net profit. 

6% on 5 billion dollars per year is 300 million dollars 
in actual net profit. 

The difference is 700 million dollars in lost potential 
profit-every year. 

How much of that annual 700 million dollars additional 
a could be had with proper management train- 
ing 

No one knows of course—but no one can deny it would 
be considerable. Case histories by the hundreds attest to 
the fact that management training in the retail lumber 
business results in sustained net profit improvements. 

It would seem that everyone with a dollar invested in a 
retail lumber business, where the management has not been 
trained in up-to-date practices, should ask himself: 

What is it costing my company every year not to have 
trained management? 


e 6.°@ 2 Ee 
But that is only half the story! 
* * * * ak ak 


Test after test has proved that the production of an un- 
trained retail salesman improves by 30 to 40% after proper 
training. 

Building material sales in USA and Canada will be in the 
neighborhood of 13 billion dollars in 1960. 

30% of 13 billion dollars is nearly 4 billions—of poten- 
tial additional sales. 

Think what that volume could mean to retailers—whole- 
salers—and manufacturers. 

How much of that annual 4 billion dollars in potential 
sales volume could be had by the training of dealers sales- 
men and women? 


No one knows of course—but no one can deny an im- 
portant percentage increase is had in each trained person's 
sales production. Letters from hundreds of trained sales 
people and their bosses testify to the value of training. 

It would seem that everyone who has a vested interest 

in the sales volume of the retail sales persons in our in- 
dustry—whether dealers, manufacturers, wholesalers or 
contractors, should make every practical effort to see that 
a maximum number of retail sales people are trained every 
year. 
Elsewhere in this issue is announced the first interna- 
tional Adult Educational Course for Retail Management 
and Sales Personnel—The Purdue University Building In- 
dustries Marketing Institute. 

Enrollees from USA, Canada and other countries are 
welcomed. 

This educational center has been endorsed by the ex- 
ecutives of every state, province and regional association 
in the United States and Canada. 

It is not a substitute for the educational efforts of these 
endorsing associations. The problem described above will 
never be solved by any one or a dozen sources of formal 
education. 

Rather, the Institute will be a fountainhead from which 
the most advanced educational research, texts, teachers, 
methods and materials will flow to other institutions and 
associations participating in this building industry educa- 
tional crusade. 

It is hoped that every investment factor in this industry 
will ponder the relationship between sales volume, net 
profit and adequate personnel training and then take action 
to get his management and sales people trained. 

As for the individual enrollee his or her earnings should 
increase importantly and will do so if their improvement is 


up to post-training average. 
Art Hood 





ITEM IN THE NEWS: General Motors will give 
more than 17,000 salesmen and sales managers a 
brush-up on selling techniques this year. Separate 
programs at 30 training centers will be held for re- 
tail sales managers and experienced salesmen. 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time—30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN 
59 East Monroe St., Chicago 3, Ill 


Phone Fi 6-7788 





HELP WANTED 


BUSINESS FOR SALE 














Wanted: Experienced man to manage Home 
Remodeling Department for a large, well 
established lumber yard in south Cook 
County, adjacent to Chicago. Sales area 
Chicago and Southwest Cook County. Ad- 
dress Box N-62 American Lumberman & 
Building Products Merchandiser. 





SALES REPRESENTATIVE 
WANTED 








Top flight salesman wanted by America’s 
leading manufacturer of quality prefabri- 
cated cedar fencing. Established territory. 
Straight commission. This is a real op- 
portunity for the right man. Early Ameri- 
can Fence Co., Escanaba, Michigan. 





SITUATION WANTED 











HELP WANTED 








Assistant Manager: Good opportunity for 

agressive man in Midwest area. Give full 

Penlified p Also manager oppastunky for 
ified person. Address: Rock 

a Company, W-2481 First National Bank 

Building, St. Paul 1, Minnesota. 





Salesmen: Leading line yard has opening 
for salesmen in remodeling and retail sales. 
Midwest area. Good opportunity for ad- 
vancement. State age, education, experience 
and salary expected. Address Box N-57 
American Lumberman & Building Products 
Merchandiser. 





Credit supervisor—Experienced with col- 
lections, Title I loans, mortgage financing. 
Midwest area. Address ¥ »x N-61 American 
ee & Building eroducts Merchan- 
iser. 


Experienced in Architectural Millwork as 
an estimator, detailer and biller. Address 
Box N-63 American Lumberman & Building 
Products Merchandiser. 





Bookkeeper, familiar with lumber terms, 
desires employment in distribution yard, 
some manufacturing or wholesale. Self em- 
peeved for some time. Middle age. Address 
ox N-64 American Lumberman & Build- 
ing Products Merchandiser. 





Enthusiastic and aggressive young man, 
thoroughly experienced in sales and man- 
agement of successful retail lumber and 
building components firm, college graduate, 
age 31, happily married, two children, de- 
sires _— requiring hard work and vari- 
ety o Lig gear gh Must have good future. 
Address Box N-65 American Lumberman & 
Building Products Merchandiser. 





BUSINESS FOR SALE 





FOR SALE—Retail lumber yard. No. East 
Ind. lake region. Does upwards $140,000.00 
gross. Priced to sell at $28,000.00 plus in- 
ventory. Write Box 375 Avilla, Ind. for de- 
tails. 





Owing to age and illness will sell Complete 
Wholesale & Commission Office aa. 
Includes—Dictaphones, Late #4 . 
Dick Electric Mimeograph, Electric Pit- 
ney-Bowes Electric Folder, Bates Electric 
Stapler. Electric Typewriters, Elliot Card 
Writer & Addresser, 12M addresses Mill and 
Customers divided and subdivided. Contact 
interested all or part 


-A. E. DARLING LUMBER CO., 
BIG RAPIDS, MICH. 





RAILS WANTED 











RAILS: New and ibe. Kita noua and Sold. 
1000 Good Serviceable a. Trucks in stock. 
M. K. NK, 480 


FRA on Ave., New 
York 17. 400 Park bide P ttsburgh 22, Pa. 





MISCELLANEOUS FOR SALE 














Established 50 years, Retail Lumber & 
Building Materials Yard in Central In- 
diana. Approximately 3 acres land with 
300’ rail siding, 7500 Sq. Ft. sheds, 5200 Sq. 
Ft. Mill buildings voy, equipped, 1000 Sq. 
Ft. offices. Reply Box 66 American Lum- 
berman & Building Products Merchandiser. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
119 North Fourth Street 
Minneapolis 1, Minn. 





For Pennies! 4 cars 6’ used oak stacking 


sticks 4¢ ea. 
Please phone or wire your order. 


Gaiennie Lumber, Shreveport, La. 





BUSINESS CARDS: Raised — ne iD illus- 
trations, $3.95 thousand, Free 
samples. Rainbow Printers, fee th South- 
west, Canton, Ohio 








Trade Mark 


Registered 





DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


INCENSE CEDAR 

Annual Production 60 Million 

High Altitude, Soft Textured Growt 

Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 


Sales Office at Anderson, California 
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ADVERTISER'S INDEX 





Acme Quality Paints, Inc. 


Acme eel Co. 

Allied Building Credits, Inc. 

Allied Chemical Corp., 
Barrett 5 hat 9 

American Tel 

Appalachian 

Azrock Floor Products” Div., 
Uvalde Rock Asphalt Co. 


Barrett Division, 

Allied Chemical Corp 
Bennett Mfg. Co., Richard Cc, 
Bradley-Southern Div., 

Potlatch Forests, Inc. 
Brown & Co., rr . =, 
Bunyan Lbr. Co., 

Buss Machine Works, Inc. 


CARADCO, Inc. 

Carborundum Co., The 

Chevrolet Div. of General Motors .... 
Crown Zellerbach 


Diamond pa 39 2 Bolt Co., Inc: ... 
RE PS SS ae een . 48 
Dow Chemical Co., The 
Dur-O-waL Div 

Cedar Rapids" Block Co. 


Erickson Power Lift Trucks, Inc. 
Evans Products Co. 
Exchange Sawmills Sales Co. 


Ford Div. of Ford Motor Co. 
Formica Corporation, 

Sub. of Cyanamid 
Friden, Inc. 


Gang-Nail Sales Co. Inc. 
Georgia-Pacific 


Hamer Lbr. Sales, Inc. 
Hertz Truck Lease Service 
Homasote Company 
Hyster Company 


International Truss Plate Corp. 
Johns-Manville 


Kemp System 

Keystone "Stee 1& W 

KitchenAid Division. Hobart Mfg. Co. 
Knape & Vogt Mfg. Co. 


Lober & Associates, M. 
Long-Bell Division, 
International Paper Co. 
Look Magazine 
Lufkin Rule a: e 
Lumbermens Mutual Casualty Co. 


Mack Trucks, Inc. 
Macklanburg-Duncan Co. 
Marlite Div. of Masonite ape 
Mauk Lbr. Co., The C. A. 
Mauk Seattle Lbr. Co. 
McCloskey Varnish a 
Milwaukee Stamping 

Minnesota Mining ama Nite: Co. 
Molly Corporation 


National Cash Register Co., 
National Hardware Co. 


Penhurst Machine Co. 

Pickering Lbr. Co 

Pierce & Stevens Chemical Corp. 

Pittsburgh Plate Glass Co. 

Potlatch Forests, Inc., 
Bradley-Southern Div. 


ReOeW Window Sales Co. 
Ruberoid Co., The 


Simpson Logging Co. 

Simpson Redwood Co. 

Skil Corporation 

Southern rew Co. 

Southwest Forest Industries, Inc. 
Sterling Factories 

Symons Clamp & Mfg. Co. 


Tarter, Webster & Johnson, Inc. 
Trinity White Cement 


Waltzinger, Inc. .... 
Western Pine Assn. .. 
Will-Burt Comp 
Wood Company, 
Ww Conversion Co. 


Empire Millwork to Distribute Swim 
Pools Through E.L. Bruce Company 


Los ANGELES—Empire Millwork 
Corp. of New York City has re- 
ceived national distribution rights for 
Coraloc swimming pools, it was an- 
nounced here by Coraloc president 
William A. Fio Rito and Harry Gil- 
be.*, president of Empire. 

Empire also obtained an option to 
buy control of the swimming pool 
manufacturing company, located in 
Los Angeles. 

Coraloc swimming pool kits will be 


distributed through the national sell- 
ing organization of E, L. Bruce Co., 
of Memphis, manufacturer of hard- 
wood flooring, which is controlled by 
Empire. 

Coraloc manufactures a low-cost, 
all-weather pool which features a 
ribbed steel-panel wall embedded in a 
concrete bottom. A standard 18x36’ 
pool is sold in kit form and can be 
installed by the customer for less 
than $2,800, the maker says. 





May Change White Fir Grading 


PORTLAND, ORE.—A _ confab _be- 
tween the Western Pine Association 
and West Coast Lumbermen’s Asso- 
ciation grading bureaus reached agree- 
ment to draw up specific grading rules 
for white fir, retain present WCLA 
grade names and make certain of revi- 
sions in rules as they now appear on 
the two grade books. 

Changes represent slight adjust- 
ment of standards on skip, wane, splits 
and knots. If approved by a west coast 
grading committee in an October 
meeting, they will go into effect as 
soon as grading supplements are pub- 
lished. The plan would standardize 
grade names of construction, stand- 
ard, utility and economy for the four- 
non-stress dimension grades of white 
fir produced in the 12 states covered 
by the two regional grading services. 


B.C. Firm Builds Warehouse 


VANCOUVER, B. C.—McLennan, 
McFeely & Prior Ltd., one of this 
city’s oldest building materials and 
hardware firms, is building a $2 mil- 
lion structure on a 10-acre site em- 
bodying the latest methods of mer- 
chandise handling. It will contain 237,- 
000 square feet of warehouse space 
and 54,000 square feet of office and 
display space on the second floor. 


Mutual Savings Bank System 
Would Aid Housing Credit 

MONTREAL—A nationwide system 
of mutual savings banks would stim- 
ulate savings’ flow and increase hous- 
ing credit by improving distribution of 
mortgage funds and reducing bor- 
rower costs, Saul B. Klaman, research 
director of National Association of 
Mutual Savings Banks, predicted. 

Speaking before the 17th annual 
convention of the National League of 
Insured Savings Associations here, the 
economist declared that raising the 
level of individuals’ savings in these 
new banks offers “the best hope of 
expanding the supply of mortgage 
funds to meet long-range housing 
needs.” 

Pointing to the heavy concentra- 
tion on residential mortgages by mu- 
tual savings banks since World War 
II, Klaman said these banks are the 
leading supplier of federally under- 
written mortgage loans in the U.S. A 
bill is before congress to permit sav- 
ings and loan associations to convert to 
federal mutual savings banks and ac- 
quire broader investment powers. 

“Any shifts that might occur in the 
flow of funds from converted savings 
and loan associations will induce com- 
pensating shifts from other lenders in 
a competitive capital market,” he con- 
cluded. 








MANUFACTURERS 


Since 1879 





EXCHANGE SAWMILLS SaLes Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


928 Grand Ave.—Room 1400 
Kansas City 6, Mo. rwx xc-ass 


DISTRIBUTORS 


Representing: 
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If women really wanted to dress to please men they’d do it 
a lot faster. 
* * - 


The secret of economy is to live the first few days after 
payday as you lived the last few days before. 


* * * 


“I’ve been married four times. Do you think I’m a loose 
woman?” 
“No, dearie, you’re just a busy body.” 


* * . 


The jet travel is so fast by now that finally you can ship a 
pair of rabbits from coast to coast by air express end have 
the crate arrive with only two rabbits. 

* ~ 


If at first you don’t succeed, try a different giri. 
* o ~ 


Here at MAUK we find it difficult to limit our thankfulness 
—to confine it to a specified Thursday of one particular month. 
No, every business day of the year we give thanks—for cus- 
tomers who know value—for retail dealers who demand 
MAUK merchandise. 
That’s you, fellers, so thanks! 
* 7 * 


Simple Celia says lipstick gives new color to an old pastime. 
- ca = 


T’other day (ain’t that cute?) a man who'd obviously found 
some bars already, tried to enter a hotel lobby through a re- 
volving door in hope of finding yet another bar inside. Just 
as he managed to get into the revolving door someone else 
pushed the door so hard that our friend came all the way 
around and out onto the sidewalk again. 

Standing there pondering the vagaries of revolving doors the 
already tipsy man watched the door. He saw a young man ge 
in and almost immediately an older woman came out. Then 
an older man went in and very soon a young girl came out. 
Really puzzled by now, the man in the rosy glow looked care- 
fully at himself and sighed with relief, “Wow! I’m just lucky 
I came out still a man!” 

” * ” 


Do You Know Who Dep'’t.: 

Do you know who gets the fur coat? Not the 

Do you know who says things to your face 
behind your back? A flatterer. 

Do you know who gets the most value? The retailer who 
stocks MAUK. 


irl who’s cold. 
e’d never say 


* - » 


MAUK Seattle Lumber Co. 


Seattle, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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“ “yp to 2 inches thick. 








ALWAYS 


SCREW ANCHORS and JACK NUTS 
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SPECIALIZED 
INSURANCE 
for LUMBERMEN 
SINCE 1912 


Write for our free booklet, You can get 

real dollar savings through safe lumber yard 
operations, which explains how costly unsafe 
practices can be and shows how our 

Safety Engineering department can save 
money for your lumber yard. Write Lumber 
insurance Department. 








UAL 


Lumbermens “7 
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Bennett 2-WAY PANEL SAW 


Rip cutting 4’ wide panel on Model 483. Other models cut panels 
up to 8’ wide. Both cross cuts and rip cuts made without remov- 
ing panel from machine. 


GIVE PROFITABLE CUT-TO-SIZE SERVICE! 


RIPS OR in 2 any 


CROSS CUTS 
Improved Yearly 


© Plywood 
® Hardboard STILL SELLING 
AT 1956 PRICES 


® Tileboard phage $987 


© Plastic 
RICHARD C. BENNETT * 


Laminates 
and other material MANUFACTURING CO. 
Box 339 


Laceyville, Penna. 
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%* Neo lifting or 
turning of 
unwieldy 
panels. 

% No need for 
rule square 
or tape. 
Vertical and 
horizontal 











scales 
attached for 
selective cuts. 
SAFE. May be 
operated by 
unskilled 
help. 
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The HOUSE to CALL 


For Quality Power Lawn Mowers! 










operator: Mr. Bob Hunt 
of Boston, Massachusetts! 
mr.uunt: “We're soldout! 
Ship at once 2 trucks... 
no,... beter make that 
4 trucks of impulse 
rotary mowers! This is 
+he hottest mower we 






ovenaren: “Mr. Bruce Burnham 
of NewYork? Yes, you want 
another freight car oF 
impulse rotary mowers 
at once!” 
ma. Buannam: “Sale iS 
running great and 














what quality! —the have ever Sold, plus it S 
Price is right!” tops in quality!” 












operator : “Thank you 
operator: Thank you Mr. Hunt 
i.caee tea we will ship at once. wo 





Buy Now! ' 
IT FIGURES! 


Sales are good on power mowers now and will be better in the months of 
October and November for this is the time for mulching leaves. Only quality 
mowers sell at this time of the year. 


Check these 10 Lober-Davis Quality Features. 
They Make Satisfied Customers! 


i} | @ 


4 5. 
Easily edjustadle cutting 1960 Svent Muffler ofeingting 
angry weritating nose 


a 
2} Safety saver 
we of shatt ond =: 

a * fiy-wheel by ——aomes | 


4 our patented «6g 








Visit us at the Building Materials Exposition 


San Francisco, Calif. Booth 1513. Civic Auditorium 





| SFE Lober-Davis Power Mowers At the Show 










ly 
f Ramee, NEW FEATURE Li M@ 


AUTOMATIC sen et, 
SWITCH STARTER | *""""“ 














Ges thyottic with automatic | Firestone Tires on ait four 6° New Briggs & Stratton o Cha: Rero-Dynamec suctionift biade | sign dust two ) 
located | ball-bearing wheels Stee! com | ton powerful premium engines. even cut 

Shut-off comenvently p spring on each axle aasy job 0! cutting dense weeds p 
ee! hance prowdes ease of operation and oF stems 
‘sure traction. 



































MODEL R-60— 
Mr. Aristocrat 

Reel 
18 inch, 2 HP 
22 inch, 3 HP 


MODEL DFP— 
Gorgeous George 
Super DeLuxe 
22 inch, 21/2 HP 
25 inch, 3 HP 


NEW! 
SUPER 
DE LUXE 
POWER 
MOWER 












© Big 25-inch Gives You Guaranteed 
7 Cut) Sales and Guaranteed Cus- 
uP tomer Satisfaction! No other 


* Big 22-inch (Swath Cut) 3 HP Manufacturer Can Make This 
Statement! 
-—————-— MAIL COUPON NOW——— — —— —— 
ASSOCIATES 
Hoel Park West. Dept. L-11-7-60, N. Y. C. 23 i 
Gentiemen: YES! | want guaranteed sales and guaranteed 


customer satisfaction! Please rush me full information, im- | ‘ : r 

mediately. | 
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Telephone ........ccceecceceeeeeeeescccersceeeaeesanees . The World's Largest Producers of Power Mowers Shipping Point: Richmond, Ind. 
: MES ca cakakiitedsens Re ee CONE. isictiews 7 uf . 9 NY.C. 23, N.Y. JUd 6-2117 pe a ante made within & days 
J CENTRAL PARK WEST, N.Y.C. 23, N.Y. son of receipt of your order. 
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This card good until February 15, 1961 
Advertised Products 


1 
14 
27 
40 
53 
66 
79 
92 

105 
118 
131 
144 
157 
170 
183 


2 
15 
28 
41 
54 
67 
80 
93 

106 
119 
132 
145 
158 
171 
184 


3 
16 
29 
42 
55 
68 
81 
94 

107 
120 
133 
146 
159 
172 
185 


4 
17 
30 
43 
56 
69 
82 
95 

108 
121 
134 
147 
160 
173 
186 


5 
18 
31 
44 
57 
70 
83 
96 

109 
122 
135 
148 
161 
174 
187 


6 
19 
32 
45 
58 
71 
84 
97 

110 
123 
136 
149 
162 
175 
188 


7 
20 
33 
46 
59 
72 
85 
98 

WM 
124 
137 
150 
163 
176 
189 


8 
21 
34 
47 
60 
73 
86 
99 

112 
125 
138 
151 
164 
177 
190 


9 
22 
35 
48 
61 
74 
87 


10 
23 
36 
49 
62 
75 
88 


100 101 
113 114 
126 127 
139 140 
152 153 
165 166 
178 179 
191 192 


Nov. 7, 


11 
24 
37 
50 
63 
76 
89 
102 
115 
128 
141 
154 
167 
180 
193 


12 
25 
38 
51 
64 
77 
90 
103 
116 
129 
142 
155 
168 
181 
194 


New Products, Sales Aids, Equipment, 
and Literature 


201 202 203 204 205 206 207 208 209 210 211 212 
214 215 216 217 218 219 220 221 222 223 224 225 
227 228 229 230 231 232 233 234 235 236 237 238 
240 241 242 243 244 245 246 247 248 249 250 251 
253 254 255 256 257 258 259 260 261 262 263 264 


1960 


13 
26 
39 
52 
65 
78 
91 
104 
117 
130 
143 
156 
169 
182 
195 


213 
226 
239 
252 
265 
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You get sales-proven display models 


with Nduonal hardware 


56 different display models are now available to 
National Manufacturing Co. dealers. These at- 
tractive display units show off the finish, work- 
manship and mechanical features of many fast- 
sellers in the National line. A display model shows 
your customers how a particular item looks when 
installed; it lets them “try out” sliding door sets. 
Stop hiding your merchandise—put National 
hardware out where your customers can see it, 
try it, buy it. 


Join the swing to National Manufacturing Co. 
Write for free catalog. 


» NATIONAL MANUFACTURING CO. 


=. 11011 First Ave., Sterling, Illinois 
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